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The Shoe and Leather Trades Stand Ready» 


HE industry stands ready to learn the 
verdict of Congress which assembles April 
2 (or in case of hostilities prior to that 
date) to lend all its resources to the equip- 
ment of American soldiers. 

Committees on public safety have for some time 
been assembling information for use in case of hos- 
tilities. A sort of general census of leather and ma- 
terials has been taken and some knowledge is avail- 
able for the quick output of millions of pairs of serv- 
ice shoes. Governmental preparedness is a slow mov- 
ing vehicle and oftentimes most irritating to a pub- 
lic that awakens at the last moment to the realizing 
of some of its shortcomings. 

But with customary speed and perfect equipment 
the material supply can be well taken care of. The 
point however of man supply is in a much more pre- 
carious condition. It is interesting to note that the 
tri-state convention in Toledo went on record as 
“favoring universal military training for all male 
citizens as a measure of practical preparedness and as 
a policy making for better manhood, better physical 
efficiency of our young men.” 

This article of the stirring resolution passed by this 
body had but one selfish objector. A manufacturer 
opposes this thought of universal military training 
and the point leaks out “that boys between 18 and 
20 form the nucleus of his workers and inasmuch as 
they are at these ages in the apprentice stage their 
wage is low and their working capacity great. Their 
hours of labor therefore become very profitable.” 
The manufacturer made this remark to some of his 
colleagues considering it ‘inside stuff.” He selfishly 
begridges the nation adequate protection in the 
belief that these working years are more valuable 
to him than to the nation. Such a mercenary attitude 
is decidedly exceptional and we simply quote it be- 
cause of its close relation to the time and place of the 
passing of this resolution. 


We like that attitude of the shoe manufacturer of 
foreign birth who assembled his foremen and workers 
and after narrating the obligation of every citizen 
to the United States, asked that the men repeat this 
pledge which we also use in another part of this issue: 


“T pledge allegiance to my flag, and to 
the Republic for which it stands; one 
nation indivisible, with liberty and 
justice for all.” 


He did this, not that he expected any unAmerican 
act on the part of any of his working men, even 
though the majority of them are foreigners and un- 
naturalized; he did, however, want to impress upon 
them that there is a distinct American spirit, and that 
it is in complete unity with the government. 


Is Style Slipping Away? 

Fashion is a fickle thing—especially if neglected. 
Neglect is a difficult thing to fasten upon an entire 
industry but nevertheless here is the proof. 

In the preparation of the Indianapolis Style Show 
as conducted by the “Recorder” the co-operation of 
a clever hat shop was essential. The young lady 
owning the business after selecting hats to harmonize 
with gowns and footwear volunteered the following: 
“The shoe stores sure did give us a run for our money 
for a period of two years. We sold fewer hats and 
decidedly cheaper ones even to customers who had 
lots of money. It seemed as though attention central- 
ized upon the footwear and headgear was ignored. 
My! but we did suffer for want of an appreciative 
trade. 

“But now, just take a look at the beautiful crea- 
tions in headwear, every one distinctive and appealing, 
and when you look at the price ticket please don’t 
faint. Now I figure it out this way: The shoe mer- 
chants found style a most interesting diversion but 
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when they were rushed for business they backslid 
into the rut of thinking that what women wanted 
was footcoverings and not foot fashions. The factories 
got huge orders on standard stuff and ignored the 
genius of the shoe man who had created something 
new. They wouldn’t make his styles and considered 
volume instead of selection. 

‘‘Now when I take a look at the shoe windows of 
almost any city (and I travel a lot to get ideas) what 
do I find—commonplace shoes. Nothing to excite my 
desire to buy. Well hat makers and millinery houses 
have not lost any tricks of late. Hats of straw in the 
Winter, silk in Springtime and fur trimmings and all 
sorts of ingenious things in Summer. Women are 
actually forced to buy the new hats to be in fashion. 
Hats, hats, all sorts of shapes of hats, and one has 
only to look at the millinery 
windows prior to Easter to see 
the very evident contrast be- 
tween the two articles of wearing 
apparel. Far be it from me to 
suggest more style in footwear 
but WE ARE GETTING 
OURS.” 


Some Convention 
Suggestions 


When will some of those 
down on convention programs 
realize that they are not ad- 
dressing the American Press 
Humorists’ Association? Stories 
with varying degrees of humor 
are out of place in quantities at 
business men’s conventions, where 
proceedings should be short and 
sweet. Ten minutes full of in- 
formation beats an hour of 
time-filling. 

Two Days’ Work 

The year’s experience seems 
to point to two days for 
State Conventions, and three days for the National, 
as the ideal time to be taken, and next year will see 
its general adoption, with each day as full of merchan- 
dising benefits as a busy store is full of business. 


What About Programs 


What attitude is produced in the mind of a mer- 
chant who receives his Association Convention pro- 
gram or year book with a bill for fifty cents enclosed? 
And if he actually goes through it to see what he is 
getting for his money, does his attitude improve? 

There is a growing feeling in the industry that 
such productions have no proper status as a function 
of a supposedly independent and _ self-supporting 
retail shoe association. The merchant who declines 
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to pay for local program “‘advertising,” in accordance 
with the recommendation of his city’s Chamber of 
Commerce or Merchants’ Association is not likely to 
regard as consistent its solicitation by a state associa- 
tion of which he is a member. The result is a weak 
spot in association work at a time when every ounce 
of strength is needed. 


Achievements Through 
Responsibility 

In the unification of each of the nation’s varied 
industries, few developments are more notable than 
that which has taken place in the great business of 
shoe merchandising since the formation of the Na- 
tional Shoe Retailers’ Association a few years ago. 
Associations of shoe merchants 
in state and city have started 
and grown with marvelous ra- 
pidity, and yet it can be said that 
the percentage of association men 
amongst shoe merchants today 
will undoubtedly look small when 
compared with the record five 
years hence if the general lines 
of association work are logically 
developed through the energy and 
ability inherent in the industry. 

But there is a word of caution 
that is based on the comment and 
criticism of skeptics amongst shoe 
merchants regarding the number 
of dinners, the semi-social gather- 
ings, the amount of mere con- 
versation, the apparent lethargy, 
and the difficulties in the path of 
real accomplishments sometimes 
noted in local associations in 
city and state. 

The real efficiency of the Na- 
tional Association under its new 
constitution rests upon the en- 
thusiasm, the energy, and the ac- 

‘complishments of each affiliated 
local Association. Hence there rests on each shoe 
merchant an individual responsibility for matters 
good and evil affecting the livelihood of himself and 
his fellow merchants, and the recent remarks of 
National Field Secretary Sloane as President of the 
Ohio Association are very much to the point. 

This sense of individual responsibility is growing, 
and with it grows the volume of recruits from the 
ranks of skeptics. Perhaps there will always be men 
who hold to the idea that no good can come out of 
the Nazareth of association, but the best way to 
convince the indifferent or prejudiced is for each 
member to attend each business meeting, to work in 
good faith with his fellow members, and to present 
some real achievements for the good of the craft. 
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“I pledge allegiance to my 





HIS is the pledge and salute to the flag that 
many school children of the country are learn- 
ing by heart in these stirring times. The spread- 
ing of this pledge by you should prove an 

incentive to patriotism and an index of your stand in 
the community. We advise your printing the above 
onacard and placing it in the center of your window 
with a title such as this: 
Salute the flag and pledge your allegiance. 
When you put a flag in front of your 
store, see to it that your staff shows the 
proper respect and patriotism for it. One 
of the finest things that you could do 
would be to put this pledge on little cards 
and have it for distribution to the children. 


One Store Already Posted ~t 


One of the most enterprising shoe stores 
in America when given this suggestion 
has arranged for a patriotic meeting at 
ten.o’clock and two o’clock each Saturday 
within the large Children’s Department. 
After the simple exercises and entertain- 
ment are concluded, flags are distributed 
and the children are asked to rise while 
the Boy Scout Bugler plays the ‘Star 
Spangled Banner.” The performance 
ends with a salute to the colors and 
the reciting of the above pledge. 


flag and to the Republic for 
which it stands: one nation 
indivisible, with liberty and 
justice for all. 








9? 


A Flag Campaign Opportunity 

To inculcate into the child’s mind the proper spirit 
of patriotism is a duty not only of schools, but of 
business men and parents. If your local school is not 
having its daily salute to the colors, make the sug- 
gestion to the School Board, and if you find favor 
with the idea of the distribution of pledge cards, have 
them printed on a small, stiff card of the size of a 
calling card with your name in very fine type on the 
reverse side. 

A flag campaign can be well worked 
out by every shoe store in the community 
where the school or the most conspicuous 
building in the community does not boast 
of a new American flag. 

The spirit of patriotism should not be 
a3 considered in the way of advertising, but 

\ rather in broadminded citizenship with 
such publicity coming therefrom credited 
to your idea. Patriotism is uppermost 
in the minds of the American public today 


} and much good work can be done by the 

/ shoe merchants of America. 

Window displays based on the patriotic 
| | theme will be the order of the day from 

; nowon. The possibilities for emphasizing 


BS | patriotism are many and in the window 


decorating section of the “Recorder” in 
issues to come you will glean many ideas. 


Pe Rene i am Sorte ne = ps 
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Cut-outs for Window Shoe Rests— Clever Ideas You Can Use 


“Time’s Progress Is Marked Most by Improvements In 
Children’s Shoes” 


HIS is the slogan in the Children’s Shoe 

Store of L. M. Churbuck, Brockton, Mass., 

and it tells the story of the creation of foot 

coverings for children along scientific lines 
that is truly American in its origin. 

To America is given the credit for the development 
of footwear for children suitable for growing feet 
and instrumental in making healthy 
juveniles. It is estimated that to- 
day there are more than 35,000,- 
000 children in the United States 
under the age of 14, and they are 
benefited by the wider shapes of 
children’s lasts adopted in America 
revealing a wonderful development 
over the pointed toe, straight lasts 
effects of 25 years ago. 

This development of nature lasts 
has not made much impression 
upon adult footwear, except in 
cases where the wearing of certain 
types of footwear is made compul- 
sory. The United States Govern- 


heel. 


Fabric Development 





Original pattern with khaki canvas top. 
The cap, lace stay, collar and backstay 
in leather, green leather insert in spring 
A style to stimulate extra sales. 
By Ashby-Crawford Co., Marlborough, 


Mass. 


ment,in its boot on the Munson Last follows the nature 
lines as developed in stages from the footwear of in- 
fancy to the footwear of adults. The most enlighten- 
ing commentary on the condition of adult feet 
is in the statement that in government tests 
only one pair of feet in every 10,000 is absolutely 
perfect. 
Two Points of Profit 

In the conduct of children’s 
shoe business, consideration should 
be given to the point that the mer- 
chandising of children’s shoes is 
profitable, not so much in the 
sense of percentage of profit per 
pair, but in the point of develop- 
ing customers for the store. The 
shoe merchant who looks with 
sane eyes upon the problem of 
selling children’s shoes must re- 
alize that he must sell them at a 
lower rate of profit than any other 
article of merchandise in the store. 
To get 40 per cent on general 
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Progressive Sizes, Shapes and Styles for Children 







, In kid and silk two-toned 
effect 


Corresponding Sizes 
Shoes and Hosiery 


Sizes on Sizes on Shoes 
Hosiery (Inclusive) 
Infants Children 

1 land1% 

144 2to3 ae 

5 3%to4% 3%to4% 
5% 5 to 6 5 to 6 

6 6%4%to7T% 6%toT 
6% 8to 9 8 to 9 

7 9%to10% 9%to10% 
71% 1l to 12 11 to 12 

8 12% and 1 
8% 1% to 2% 
9 3 to4 

9% 4144 to 5% 
10 6 to 7 


stocks of children’s shoes is decidedly unfair, if 
you are to take into consideration the purchasing 
power of the average family. If you group, 
however, the children’s footwear and the women’s 
footwear, and figure the average profit on each, 
you will arrive at a better basis of comparison; 
for women usually do the purchasing of children’s 
footwear and in many cases the sale of shoes for both 
mother and child are consummated in the one trip 
to the store. 


When a Merchant Awoke 


A talk given by Joseph Berberich at the Cincinnati 
Convention was inspirational in that he pointed out 
that after years of seemingly neglectful attention to 
the children’s department, he awoke to the realiza- 
tion of the possibilities of making more customers for 
the store and devoted much of his time to the exploita- 
tion of his children’s department. 

He first took a survey of all of his lines by taking 
one pair of each, placing it on a table and then view- 
ing the mass in relation to fitting values and intelli- 
gent stockkeeping. He found that he could eliminate 
the majority of the numbers condensing his stock to a 
fixed number of styles, thereby getting better sizes 
and better orders, because fewer manufacturers were 
needed and bigger orders could be given. A number 


Sizes in Inches 


Sizes Inches 
r0..4 
}1.. 4% 
Infants’ J 2.. 4% 
O105.3°3..5 
| 4.. 5% 
(5.. 5% 
S68 
Childrens’4 7.. 6% 
5to8l 8.. 6% 
. ee 
Childrens 
10.. 7% 
(2d run) 8% to 410: 1% 
Little Gents’ 
10 to 13% 
Youths’ and tg Ria 
Misses’ a. 8k 
11% to 2% a ." 
3.. 9% 
‘{ 1.. 9% 
3... 


Black and ivory kid, novelty 
ball strap 


of merchants at that convention went on record as 
approving of the idea of taking a graphic survey of 
their children’s stock by examining all of the numbers 
and boiling down the stock to real selling lines and 
pushing these to the utmost. 


How to Increase Number of Customers 


In these days when stores are generally complain- 
ing that their volume in dollars and cents is increasing, 
but their sales figured on a pair basis are decreasing, 
they are striving to increase the number of customers 
by every means possible. 


Real Merchants Serving Children 


We like to think of types of merchants like B. 
Katchinski of San Francisco, who made it a rule for 
many years to be out at the entrance to the store 
and personally greet customers, and particularly to 
give to each juvenile some little book or token of 
publicity. His wonderful business has in large meas- 
ure been built up by just that sort of attention and 


- personal service. 


Merchants who benefit by travel say that much 
inspiration comes to them from visiting such stores 
as H. M. & R., Toledo, and Filene’s, Boston, where 
original ideas are brought into operation to make chil- 
dren’s shoe sales interesting. 
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PATENT AND CLOTH 


A turn boot with topping of gray fabric 
of a close weave. The patent leather is 
perforated. By Burdett Shoe Co., Lynn. 


A Japanese Baby in Store 


The H. M. & R. store went to the extent of employ- 
ing a Japanese husband and wife to work in the shoe 
department and to bring their little baby in Japanese 
costume into the store from time to time just as a 
sort of attraction. Souvenirs were given out of little 
Japanese dishes and the little Japanese child was much 
in demand in the Club life of the city. Now that the 
parents have returned to Japan, they still keep in 
touch with the store and are commissioned to buy 
novelties suitable for distribution in the store. 


A Doll Contest and Bird House Competition 


Quite recently the store conducted a doll contest 
and for early Spring they are running a bird house 
contest so that the boys and girls of Toledo may build 
shelters for birds and get prizes for cleverness. 


Originators of Miniature Chairs 


The Filene organization was the originator of the 
method of fitting children in miniature chairs on a 
platform. The children’s department makes it one 
of its fixed rules: 
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STRMAChLETON- 


PATENT AND KID 


A standard party shoe with full width 
in last and trim top. A year-round seller. 


“WE WILL NOT MISFIT OR SELL THE 
WRONG SHOE—FAR BETTER A LOST SALE 
THAN A CHILD HANDICAPPED THROUGH 
LIFE THROUGH DEFORMED SHOES.” 

That is a policy which the “Recorder” wishes every 
children’s shoe store in the United States would adopt. 
It is a duty every merchant owes to humanity. 


The Stimulus of Boy Scouts 


In case of a declaration of war, look for a tremen- 
dous stimulus to the Boy Scouts movement, and every 
shoe store in the United States can line up its organ- 
ization with the sale of sturdy footwear to boys. There 
are a hundred and one original campaigns that can be 
developed through utility of the Boy Scouts movement. 
We would suggest that you get a copy of the Boy 
Scouts Manual and use the clever ideas in it in your 
publicity. There are all sorts of original designs that 
can be used in window cards and in decorative fea- 
tures in shoe stores. The Service organization of the 
“Recorder” will be only too glad to point them out 
to you if you will explain the sort of service that you 
now render and your ideals. 
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TRIM BOOTS 
Full quarters are difficult in children’s 
footwear, but this specialty shows ). yj yislh. wl 


how the topping can be moulded to the 
last to give a trim appearance 


The Problem of Prices 


The one big troubling problem in shoe stores today 
is the price of children’s footwear. From a survey of 
lines, and we speak more particularly of the lines 
sold to jobbers for redistribution to merchants, we 
find that prices prevailing today will not be greatly 
increased. The leather market for weeks has remained 
stationary, and many manufacturers have plenty of 
leather on hand at present prices. 

Children’s shoes, however, have increased, as we 
showed in our last Children’s Number by a progres- 
sive price chart, and also by comparing leather prices 
with meat prices. It is futile to prophesy with any 
certainty as to what will happen in the remote future, 
but with common sense prices can be held to the pres- 
ent level. - 


What to Urge Customers to Buy 


If your community is one that goes only to staple 
footwear, advise customers to buy black shoes as 
they will look well longer, and probably can be worn 
longer. Instead of tan calf suggest elk tanned leather 
or veal uppers. Many stores are urging customers to 
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HEAVY SOLES NOTED 


A new cut to a boot in infants’ footwear. 
The heavy sole being planned as a base 
for the growing foot to rest upon. A 
style in contrast to the soft sole and 
following it in the progress of foot 
development of the growing infant 


buy sturdy footwear, tan play shoes instead of shoes 
of finer finish. 


Fibre Soles for Children 


Some stores throughout the country are making 
plans to push fibre soles for children in the belief that 
more economical service can be obtained therefrom. 

Fabrics can be used in uppers and many strong 
canvas materials are in the market. We do not sug- 
gest the use of fabrics in vamps unless re-enforced by 
caps and counter foxings. 

In children’s novelty footwear there is a great op- 
portunity in the development of cloth toppings. There 
are many people in the country who have enjoyed a 
measure of prosperity that makes it possible for them 
to buy novelty footwear for their children. The one 
big problem of the day seems to be as to whether 
the great middle class, which has as yet not appre- 
ciably increased its income, can be brought up to the 
point of buying novelty footwear for children. The 
workman in industrial and ammunition plants has 
enjoyed phenomenal increase in salary and it is nat- 
ural for part of the money to go into fine footwear. 
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WHITE AND BROWN 


\ kid combination—three quarter foxed. The 
tip is perforated in imitation fashion, and 
the buttons are of pearl with metal centers. 
By Laird, Schober & Co., Philadelphia 


Examples of this are to be noted in industrial centers 
whose prosperity has come because of the war. 


The Big Problem H. C. of L. 

If the class which gains its livelihood by working 
in offices and in general work not directly connected 
with the industries which have had phenomenal ac- 
tivity can increase its wage by 10 per cent, look for 
a greater demand for novelty footwear for children, 
as well as footwear for grown ups. This promises 
to be the big problem of the next year, for in many 
cases this great middle strata occupies the position 
of being the greatest buying force. 


New Specialties Offer Opportunity 
The Summer season promises to be the greatest 
white season for children in the history of the trade. 
Look for a big sale of canvas specialties and also of 
rubber soled novelties. To the ingenuity of the maker 


ALL WHITE 


Canvas top with suede calf tip. The sole is 

of white leather. As a mid-summer specialt 

it typifies a seasonable style. By Dugan & 
Hudson Co., Rochester, N. Y. 


of rubber soled footwear much extra profit can be 
credited on the books of the shoe merchant. There 
are more children’s shoes being: produced than ever 
before, and it is fair to suppose that all of them will 
not be charged on the basis of utility but that many 
will be purchased on points of satisfaction and even 
extravagance. 

On good authority we learn that the visitors to 
Florida resorts this year totaled 1,000,000, and that 
thousands of children were taken along with their 
parents. At the fashionable resorts white was the in- 
variable color worn in children’s attire and in footwear. 
But many juvenile sport shoes were noted in combina- 
tions of tan and white, together with many styles 
utilizing fabrics in white, steel gray and brown. 

These novelty shoes are an indication of the fact 
that fine footwear for children finds a market for itself 
and that there are possibilities in the handling of 
clever and original patterns in children’s footwear. 


Merchandising Children’s Shoes 


By CHRISTIAN LUDEBUEHL, of Pittsburgh, Pa. 


ROM the time the nurse announces, “It’s 
twins,” or whatever the case may be, we 


are interested in every little tot that lives 

in our town, for ours is a family shoe store, 
for which I am thankful, because if it is true, as we 
sometimes hear, that the department stores are get- 
ting the shoe business, I believe that if any individual 
shoe store survives, it will be the “family store.”’ 


An efficient children’s department must be at- 
tractive. Perhaps the most efficient department is 
one that is separate and if possible I believe this 
should be done, and then the furnishings, fixtures and 
everything can be so arranged that immediately 
upon entering the department, the child will observe 
that it is in its own realm. While we do not have 
merry go rounds, etc., in our department, we do 
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BUCKLE AND STRAP TOPS 


Heavy footwear is returning into 

favor with boys. The strap and 

buckle top looks good for next 

Winter pr A patented sole by 
H. Jacob & Sons, New York 


have little seats especially built for children, and it 
sure is a pleasure to see the kiddies scampering to get 
on one of these seats. 


Don’t Allow ‘‘Short Fits’? Upon Children 


The merchandise must be right. It hardly is 
necessary for me to dwell on the importance of giving 
the child the proper shoes for the twenty-six little 
bones in its feet. You all know that a poorly made 
shoe put on a child’s foot may put a blemish on that 
little foot that will stay there all the rest of time. 
In addition to the proper shapes and right merchandise 
sufficient widths must be carried to insure a proper 
fit. We hardly think that a store that carries chil- 
dren’s shoes in one width only, gives the service and 
proper care to the child with whose feet it is entrusted 
to fit. 

The department must be in charge of competent 
sales people. Although the profits in the Children’s 
Department may not be so great—or rather I should 
say good—because there are no “great’’ profits in the 
shoe business, right in this department is where the 
efficient sales people are needed. People who not 
only know how to fit, but also who are consciencious 
in their work. People who do not sell shoes simply 
to make the sale, but those who realize that by the 
service and good attention they give these little tots 
who visit the Children’s Department, they are either 
building more solidly or weakening the foundation of 
the future welfare of your store, for is it not on the 
friends you make in your Children’s Department that 
your future depends? 

As an example, only a few days ago a lady brought 
her child, a sweet little girl about 6 or 7 years of age, 
to our Children’s Department to be fitted in a pair 
of shoes. One of our sales ladies took off her old 
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LIGHT COWHIDE TOPPING | 


Calf is prohibitive in boys’ footwear, so kips 
and cowhide leather, skived down, are in 
great demand. The sole is of fibre composition. 


shoe, measured her little foot and noticed how very 
crooked she wore her old shoes, also noticed that the 
one foot did not hang naturally while off the floor, 
also noticed that the child did not step naturally 
with the one foot. Our sales lady said, “Madam, 
this little girl’s foot needs special attention, attention 
beyond an expert shoe fitter, conscientiously I cannot 
do for this little girl what should be done.’ She 
gave the mother the address of a reputable bone 
specialist. The mother and child returned a few 
days later for a pair of shoes for the little girl, with a 
prescription for the proper building up of the shoe. 
The mother of the little girl remarked that no one 
had ever said anything to her about the child’s foot, 
she spoke of the interest we had taken in getting the 
proper shoe for her little girl and was very grateful for 
the service given her. We not only did our full duty, 
but also feel that we have added two new customers, 
the mother and the child. 

The child must be made to feel that a personal 
interest has been taken in its affairs. By this I mean 
that the salespeople must be such that take an in- 
terest in children, and in children’s affairs. Be sym- 
pathetic and kind, alert to grasp a thread of any 
conversation that the child may care to carry on, so 
that when the child leaves the store it goes with a 
feeling that your store is his or her store. 

With this combination of attractiveness, good mer- 
chandise, experienced and kind salespeople you can 
make your Children’s Department, maybe not the 
best department from a dollar and cent standpoint, 
but the best department to build your future, for 

Little pairs of soft soles” 
Put on the little dears 
Lead to bigger footprints 
To greet you in future years. 
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PRETTY PUMPS 


Washable calf with new wing tip foxing. 
The perforation is an indication of the 
effects possible by careful workmanship 
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SPORT NOVELTY 


In calf and canvas. A clever designing 

of a strap model for sport wear of 

young girls. Note the heart throat’and 
the cut out in strap 


Facts Behind Successful Merchandising 


By H. D. HARPER, Professor of Accounting, University of Kansas 


Address Before the Kansas Shoe Retailers’ Association. at Topeka, Kansas, March 15, 1917 


Y subject is “Facts Behind Successful Retailing,” 
and I intend to prove to you that there is certain 
definite information which you must have in order 
to be really a successful merchant. I shall have to 
talk of general principles and leave out, in some cases, the direct 
application of these principles to your business. These facts, 
which are behind successful retailing, are also behind success 
in your business and therefore I hope you will apply them. 


Competition of Yesterday But Co-operation of Today 


In the past business was a competition between the buyer and 
seller to see who could get the most out of the transaction. But 
today business is co-operation between the man who wants 
something and the man who can get it for him, for the purpose 
of satisfying both, in profit and goods. 

Let us have co-operation today, not competition. Let us 
have an exchange of ideas and thoughts, because all of us can 
learn from the other fellow, no matter how big a fool the other 
fellow may be. 


The Types of Men in Business 


“There are three types of men in business,”’ says E. St. Elmo 
Lewis. “The Rule of Thumb Man; The Practical or Systematic 
Man; and the Scientific or Efficient Man. 


The Rule of Thumb Man 


The Rule of Thumb Man goes only by the facts he knows and 
does not believe anything he has not experienced. He is the 
type of man who has the expert analyze his records to get some 
information about his business, but he wants the books “kept 
his way.”’ This type of man must be taught that experience is 
Because he was lucky in guessing 


not necessarily knowledge. 


the amount of stock he had on hand last inventory time, does 
not mean that he is going to guess right next inventory time or 
in case he has a fire. Because he accidentally computed a 
profit of $5,000 last year does not mean that he made that 
much. 

The Practical or Systematic Man 


The practical man is the Rule of Thumb Man plus system. 
He realizes that others have something he can learn. He profits 
by the failure of the Rule of Thumb Man, but he does not go far 
enough and think enough. He compromises and is never the first 
to try a new thing or the last to drop an old one. 


The Scientific or Efficient Man 


The Scientific or Efficient Man goes farther than the practical 
man; he goes beyond personal experience. He is the man who 
really thinks. He has principles, not impressions. He collects 
data and then analyzes it. He plans for tomorrow for he knows 
that today will take care of itself. 

Let us be more than Rule of Thumb men, more than Practical 
men, let us be Scientific men and treat the subject of merchandis- 
ing as a science. If we are to do this we must keep records, 
because the records of any business are the memory of that 
business and without them no business, worthy of being called 
a business, can succeed. 


Records of a Business are Divided Into Three Classes 


The records of any business may be divided into three broad 
classes: 
1. Those who owe the firm—customers. 
2. Those the firm owes—creditors. 
3. Internal records showing: 
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BIGGER GIRLS’ SHOES 


When a girl gets into the fourteen year old 
stage she graduates into styles interpreting 
women’s footwear fashions 


(a) How the business has been progressing. If there 
has been a profit or loss and if so, where and 
why. 

(b) The financial condition of the business. 


Accurate Customers’ Records 


All of you are keeping records with your customers, but many 
of you have no way to make them tell the truth. When you 
send out your bills on the first of the month how do you know 
that you have not failed to charge John Brown for a five-dollar 
pair of shoes? How do you know that you have not charged 
Mrs. John Smith two dollars too much? If you send out your 
bills without knowing these things you are losing the customers 
you charge too much, which means losing money, and also 
losing money by selling goods and then not charging them. 
There is only one way that you can be sure and that is by 
keeping customers’ controlling account in your general ledger 
and before sending out your bills reconciling the balances of 
your customers’ ledger. 


Paying the Same Invoice Twice 


Many of you have paid the same invoice twice and did not 
know it. Many merchants do not know at any time how much 
they owe their creditors. A certain business man said to me, 
“TI have a horror of knowing how much I owe,” and that same 
business man had more than a horror when he found that he 
could not sell his business because his creditors would not 
release him. Keep some systematic method of recording all 
invoices and knowing what amount you owe your creditors. 
Keep a creditors’ controlling account in your general ledger 
and at least once a month reconcile it with the balances of your 
creditors’ accounts, in this way you will be sure that you are 
crediting all that you should, but no more. 
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LOW LOUIS HEELS 


The introduction of the low Louis heel has 

made possible a translation of feminine styles 

into girls’ footwear. It is one of the important 
developments of the past year 


Scientific Merchandising 


There are three principles of scientific merchandising: 

First—purchase the kind and the amount of merchandise 
your customers want. 

Second—have it when your customers want it. 

Third—sell it at prices which the customers are willing to 
pay and at the same time leave a margin of profit for yourself. 


Purchase the Kind of Merchandise Your Customers 
Want 


In order to find out the kind of merchandise your customers 
want it means that you must study your customers, the way 
they live and the class of goods they require. Find out the 
tastes of your customers, find out what style shoe you are 
selling, the style you sold last month, last year, and what you 
can sell this coming six months. Profits are based on careful 
buying and careful buying is based on the buyer’s knowledge, 
of his customers and his ability to choose the styles that will 
suit their tastes. 

Do Not Overbuy 


There is some justification for overbuying staples, which do 
not deteriorate readily. But even then it is a speculation for 
the market price of the commodities may change. There is a 
time for payment and many merchants fail to realize this when 
buying. Buy at one time if you wish, but have the merchandise 
shipped at different intervals and pay when you get the merchandise. 
It will mean you will have more money to enlarge your business 
and always have fresh stock on your shelves. If large discounts 
and low prices are offered, be careful, for they may be induce- 
ments to move stock which will soon be out of style. Buy to 
please and satisfy your customers, not your own likes and 
dislikes. 
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Novelty toys as decorations and interest holders for active juvenile minds are shoe-sales helps in the children’s section 


Get your clerks to make a list of your stock in each depart- 
ment, and a list of the stock that is needed. Determine the 
demand for each article asked for by the clerks and purchase 
carefully. Decide if a particular brand will have enough de- 
mand to justify carrying it. You may not make a profit on a 
certain article, but goods sold because you have this article 
may pay for keeping it on your selves. Consider the carefulness 
and the promptness with which the orders are filled, and how 
the goods are shipped. 


Have the Merchandise When Your Customers Need It 


If you fail to have the merchandise when your customers 
need and want it, you fail to build up the goodwill of your 
customers. It means that you will have to sell them something 
they do not want. When the goods arrive your customers will 
not want them and in order to move your stock you will have 
to put on a price-cutting, profit-cutting sale. 


Sell the Merchandise at Prices the Customers are Willing 
To Pay 

Every merchant would sell more goods if he priced his goods 
more carefully. Charge what they will pay. It may mean 
that some articles are sold at a loss, but this loss must be offset 
by profits in other articles. You cannot mark all goods on a 
fixed basis, but remember that unless the goods are sold, on an 
average, at more than enough to pay all expenses you will not 
make a profit. 

The principle of scientific merchandising is to have complete 
lines and sizes, not a dozen broken lines. And, your motto 
should be: 

“One Price to Every One 
Money Back if Not Satisfied.”’ 


Departmentize Your Business 


To departmentize your business means to subdivide your 
stock into the main lines of goods and keep the Purchases and 
Sales of each line separate. If you have a Genera Store you 
might have four departments such as Shoes, Clothing, Groceries 
and Hardware. If you are handling shoes exclusively you could 
have the following departments: Men’s Shoes, Men’s Oxfords, 


Novel 
fittings 
please 
the eyes; 
new 
furniture 
aids 
attraction 





Ladies’ Shoes, Ladies’ Oxfords, Boys’ Shoes, Boys’ Oxfords, 
Misses and Children’s Shoes, Misses’ and Children’s Oxfords, 
Rubbers, and Findings—including polishes and so forth. 

The main reason for departmentizing a business is to find out 
what lines are profitable and what are not; to determine what 
lines are a drag on the profits of the business. Many times 
certain main lines of stock or departments are carried at a loss, 
but the proprietors do not know it, because they have no way 
of determining the facts. In case of a fire, if the proprietor 
does not know how much stock he had in one of the depart- 
ments he cannot determine the amount he should receive from 
the insurance company. The “‘turnover’’ of merchandise should 
be computed by departments and this cannot be done unless 
departments are kept, and furthermore the ‘“‘turnover’’ by de- 
partments cannot be accurately computed unless the inventory 
is known monthly. 


Taking Inventory by Departments 


In departmentizing a stock of merchandise the first thing to 
do is to take the inventory by departments. This inventory 
should be taken on a cost and selling basis so that the margin 
of mark-up and the percentage can be determined. If the cost 
of the goods in department A is $2,294.00 and the selling price 
is $3,530.85 the mark-up is 35 per cent on the selling price or 
the cost of the goods is 65 per cent of the selling price. It is 
also good policy to take inventory at market prices. 


Recording Purchases by Departments 

An invoice register should be used so that all merchandise 
purchases can be distributed to departments on a cost and 
selling basis. The reason for recording the selling price of the 
goods on the invoice is to determine the average mark-up of 
the merchandise coming into the different departments. This 
mark-up percentage will be used in determining the monthly 
inventory. 

Every invoice that comes in must be recorded in some sys- 
tematic manner so that a double check can be made at the end 
of the month. The total of the invoices recorded must equal the 
individual amounts you credited to the creditors’ accounts. 


Parents 
and clerks 
both 
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for 
children 
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Flat wood cut-outs appropriate to the times: useful both in children’s shoe windows and departments 


In this way you will not credit an invoice twice and you will 
be sure that you have credited everything you should have, but 
nothing more. 


Mark-Up Percentage by Departments 


If the cost of the goods coming into department A plus the 
freight is $422.72 and the selling price is $660.50 the mark-up 
is 36 per cent on sales or the cost of the goods is 64 per cent 
of the selling price. 

Most of the shoe merchants who are not keeping purchases 
and sales by departments, do not realize the importance of 
knowing the mark-up of the different lines. They guess that 
they are making money in some lines, but as matter of fact 
they may be losing. The guessing day in business has passed, 
and today the successful merchant must know where and why 
he is making or losing money. 

The percentage of mark-up must be high enough to cover 
your “‘cost of doing business” and leave a margin for profit 
But do not sell your goods at too high a price, because you 
cannot do enough business. It is better to make a smaller 
amount on your goods and sell more goods, and turn your 
stock rapidly, because you are building up your business which 
means bigger profits in the future. 


Merchandise Purchase Returns and Allowances 


It is necessary to keep a record of the merchandise returned 
to your creditors and allowances made by them and also to 
credit the different departments. The information you want 
is the net purchase or the cost of the goods coming into the 
different departments. If the purchases for department A for 
the month were $422.72 and the returns and allowances were 
$8.35, then subtracting this latter amount leaves $414.37 or the 
cost of the merchandise coming into the department. 

The question you would like to have answered is: How much 
have I on hand in department A. If none of the merchandise 
has been sold the inventory would be the inventory at the be- 
ginning, $2,294.00, plus the net purchases, $414.37, or $2,708.37. 
This latter amount is called Cost of Goods Handled. In order 
to determine the value of stock on hand at any time it is 





necessary to determine the cost of the goods going out of stock. 
This amount is secured by keeping adequate Sales Records. 


Distribution of Sales by Departments 


All cash and charge sales should be distributed to departments, 
so you can determine the amount of the sales in any depart- 
ment. Also all sales returns and allowances should be dis- 
tributed by departments. If the sales in department A were 
$1,056:70 and the sales returns and allowances were $21.50, 
the net sales would be the difference between the two amounts 
or $1,035.20. This amount should be compared with the 
amount you sold last month, the amount for the same month 
last year, which will show the increases or decreases. Deter- 
mine the cause of the increase or decrease. You may have 
increased your sales, but not increased your profits. You may 
have sold more goods at less profits, that is, your percentage of 
mark-up was lower, or you may have had a profit-cutting sale. 


The Value of Knowing the Mark-Downs 


Few merchants realize the value of knowing the amount of 
the Mark-Downs or the difference between the original selling 
price and what the merchandise is actually sold for. If you 
mark a pair of shoes to sell for $8.00 and sell them for $7.00 
there is a Mark-Down of $1.00 on that paic of shoes. Many 
merchants have told me that they have increased their sales the 
past year, but did not make any more money than they did the 
previous year. They could not understand it. Why,—because 
they did not have the information in reference to the Mark- 
Ups, Mark-Downs, and the Cost of Doing Business. Get the 
facts so you can explain how it is going to happen, rather than 
try to explain how it happened. Look forward not backward if 
you ‘wish to reap profits not losses. 

Get the amount of Mark-Downs for the day and for the 
month by departments, so you can determine if the increase 
of sales is due to profit-cutting sales. Price-cutting, profit- 
cutting sales create bargain hunters who live on the profits of 
your business. If your net sales for the month were $1,035.20 

(Continued on page 48) 





Such Novelties as these are adaptable to many uses in the juvenile section, and help brighten the department 
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‘The clever window helps featured on 
this page each week, are adaptable 


dow helps for children’s sales can be 
supplemented with other material 


to each selling period. These win- 
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New Window Displays 


Today’s cost basis for children’s shoes necessitates better meth- 
ods of merchandising, and in this the window displays play an 
important part. Too often in the past have children’s sales 
represented a mere exchange at prices that produced no profit. 


Today, with costs ofttimes equaling former retail prices, chil- 
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dren’s footwear must be merchandised—sold with a new attrac- 
tiveness and a better method—if profit is to be secured and volume 
maintained. 

To this end, play up the children’s department in the window 
display regularly. At such appropriate times as this, try a special 
children’s window—such as is outlined in Number 
One, which has for the advantage of being much less 
expensive than it looks, and of securing the interest 
of grown-ups and children’s as well. 

If you have already made your children’s section 
of interest to the young folks by the use of toys and 
attractive objects of a novelty type, move some of 
them into the window as decorative features to set 
off the shoe display of which a skeleton arrange- 
ment is shown. If you have not already done so, fall 
in line with the trend in leading stores by getting 
some for a children’s window, and use them in the 
children’s section afterwards. 

The figures of Red Riding Hood and Mother 
Hubbard can be obtained in large size cut-outs, or 
made locally, and the background unit consists of 
a “‘cupboard,” not “bare,” but filled with a chil- 
dren’s shoe display on the shelves and on wire fix- 
tures attached to the inside of the open doors. 
The cupboard is readily constructed of fibre or com- 
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Number Two 








position board, and a decorative tree or trellis in 
the center, with Spring foliage, completes the trim. 

In window Number Two the children’s shoes are 
well linked up with the main display. The pedestals 
in the middle ground, placed before the usual panels 
of a permanent background, carry the newest show- 
ings for father, mother, sister and brother, and the 
little folks’ footwear in front rests on small, low 
stands, the shoes being connected with the larger 
pedestals by colored ribbons. The display is then 
completed by a unit display of children’s shoes ar- 
ranged in a circle to give all views, with some spe- 
cialty on a pedestal in the center. This trim only 
calls for regular window equipment which no store 
should be without, and if present fixtures are too 
few, or too old fashioned, it is good business in these 
days of higher prices, when your trade expects 
everything to be up to the mark, to get at once, not 
only for the window but the store itself, equipment 
that will make buying attractive and service more 














efficient. 
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Topical Show Cards 


For decorative features of window cards, the ‘“‘Recorder’s” retail advertising 
cut service provides appropriate motifs, and these can be used either as they are, 
or with added decoration work either worked in around the reproduction, as 
pointing the theme for the copy below. 

In writing show cards, avoid styles of lettering and colorings that make the 
cards hard to read; simplify decoration; avoid such combinations as light blue 
stocks and white lettering; select your most readable alphabets for lettering, 
and do not vary the styles of lettering on a card, except for the use, perhaps, 
of decorative” capitals. A single alphabet for the main reading matter on any 
one card represents good taste and the best results in selling. ‘ 

In writing copy, avoid freak stunts; make each card appeal to some large 
group of trade; when children’s lines are being featured, link up the interest 
of young folks and parents. Work for rhythm in phrasing, with short periods; long 
sentences will kill the best work you can do. 

The best phrases worked out for show cards will make the best headlines and 
text for newspaper advertising. Too often is a newspaper ad written with less 
care than the show card receives; therefore, make maximum use of your pithy 
and effective show card thoughts. 

Don’t let window cards “go stale’’; they should be a day ahead of events—never 
a day behind. And if they are general in character, always work out a few ahead, 
and change them at frequent intervals. 

For next week’s selling, go through this issue again and tabulate all the ideas 
and material that will make more effective cards. The suggestions on this 
page appeal to three types of customers, and in them are ideas that can be 
used in different forms at other times. Think over the groups into which your 
store’s trade can be classified, and the relative size of each group; consider 
your volume of sales to each group, and then aim your selling effort, your 
showcards and your advertising at the class that most needs development at 
special times, and at each class regularly all the year round. 





Best for the tots 
Were tots ant lols. 
far bys aalljnts 

Groumyg Girls_ 
Cytrt a hile 

A Sig Siiile. 


- ICES make Show 
Buxs* worth while... 

















You ‘Thrifty rents — 


who Uist you tad 
Loug¢itl Sud a GO. 
Act on this tip! 
Ctililrans Slo0es 
Lill soon be higher 
Buy Now- at the markel 
Clash wr presen prices 
fhovil Show A Payit 
1 
ad lo you soon Uf yol AR 


Lily 710i. 














Today 
{heres style inaley slap 
seen a ae freLly. 
Kee Mtaes flr hep 


Cil7- 


= ff 
Ayia Styles fr Caiiy til. 


Tersite ond pretty. 


Our Childrens Shoe Section 


as 


Jie Soes (ptr tiliy 





Jipe Seuce /repea/110es 
















ae epee re 





Se 








18 BOOT AND 


and the Mark-Downs were only $7.20, the sum of the two, or 
$1,042.40 would be the original selling price of the goods sold. 
Your Mark-Downs may be large and for that reason your 
profits small. Many a merchant if he sells his goods at 10 per 
cent discount is actually losing money, and he thinks that be- 
cause his merchandise cost less he is still making a small amount. 
He fails to realize that his cost of doing business continues just 
the same. 


Estimated Inventory and Gross Profit by Departments 


After the information has been collected, it must be sum- 
marized and analyzed. The Gross Sales in Department A less 
the Sales Returns and Allowances equals the Net Sales or the 
amount you will get for the merchandise which was sold. The 
Mark-Downs added will give the original selling price. If the 
Mark-Up percentage was 35 per cent, the Cost of Goods Sold 
would be 65 per cent of the original selling price. If you know 
the Net Sales and also the Cost of Goods Sold, it is a very simple 
matter to subtract the latter from the former which will give 
the Gross Profit for the Department. 









- 


e e 6 


ce el 











WHAT ENGLISH CHILDREN 
WEAR 


A shoe on exhibit in a Boston shoe 

department, of heavy leather roughly 

put together, slugged and heel 

ironed. Shoes of this sort are made in 

the thousand pairs for children in 
the allied countries 


It is absolutely necessary to know the Gross Profit monthly 
in every department to really have control of your business. 
Why wait until the end of the year before knowing how much 
you are making or losing in any one department. A difference 
of a few months might mean success or failure in your business. 

After finding the Cost of Goods Sold it is also a simple matter 
to find the Inventory at the end of the month. The Inventory 
at the beginning of the month plus the Net Purchases for the 
month will give the Cost of Goods Handled; if you subtract 
from this amount the Cost of Goods Sold it will give the Esti- 
mated Inventory at the end of the month. 


The Value of Knowing the Monthly Inventory 


What is the value of knowing the estimated inventory? It 
enables you to compute accurately the merchandise turn- 
over; you can prepare a financial statement monthly; and last 
but not least, you can compare what you ought to have in 
stock with what you have. 

I remember one case where the manager of a department 
stole from $150 to $200 per month. The manager of the entire 
store did not know it until he had installed a system which 
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gave him his estimated inventory monthly. According to the 
Mark-Up and Sales in that department the inventory at the 
end of the third month should have been $1,200.00. He took 
an inventory of the stock and found that it was only $700.00. 
This showed that there was a mistake some place of $500.00. 
He reviewed his records and knew that it was not there. 

He watched the department manager for the next week and 
found that he was systematically failing to record all the cash 
sales and putting the money in his pocket. Have you any such 
cases in your store; perhaps you have but do not know it. This 
merchant would not have been able to locate the trouble unless 
he had had this definite information. 

The following Trading Statement should be prepared monthly 
for each department. 


Gross Sales $1,056.70 

Less-Returns and Allowances 21.50 
Net Sales $1,035.20 
Add Mark-Downs during the month 7.20 
Original Retail Marked Price 1,042.40 


Cost of Goods Sold, Percentage of Retail 





Marked Price 65% 
Cost of Goods Sold, Deduction from Net 
Sales (a) 677.56 
Gross Profit 357.64 
Inventory Feb. 1, 1917 2,294.00 
Gross Purchases $422.72 
Less Returns and Allowances 8.35 
Net Purchases 414.37 
Cost of Goods Handled 2,708.37 
Less Cost of Goods Sold (a) 677.56 
Present Estimated Inventory 2,030.81 


Determine Your Merchandise Turnover by Departments 


If your inventory at the beginning of the period is $2,294.00 
and at the end is $1,750.20 the common way to determine the 
average inventory is to add the two together and divide by two. 
But this method is incorrect, because the inventory has varied 
to a great extent during the year. When the estimated inven- 
tory is secured monthly the sum of the telve monthly inven- 
tories can be added together and divided by twelve. This will 
give an accurate average inventory. 

Accordiny to the first method the average inventory’ would be 
$2,022.10, while the sum of the monthly inventories, $27,370.84, 
divided by 12 gives an average inventory of $2,280.90. 

The merchandise turnover is computed by dividing the cost 
of goods sold by the average inventory. If the cost of goods 
sold is $6,314.64 and the first average inventory is used, the 
rate of turnover will be 3.12 times. If the second average 
inventory is used, the rate will be 2.77. This means that if the 
inventory at the end of the period is less than at the beginning 
and the first method is followed the turnover will be over- 
stated, but if the inventory at the end of the period is greater 
the turnover will be understated. The difference of four tenths 
of a turnover makes a great deal of difference when the stock is 
large. 

If the stock is not turned rapidly enough it means that money 
is tied up in surplus stock which could be used more advan- 
tageously in other parts of your business. Therefore, keep your 
stock as small as possible, but at the same time have the goods 
when the customers want them. 

(Continued next week) 
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A Time to Stimulate More Sales 
The Big Points in Merchandising Uppermost Now 


As Outlined By W. E. BRELSFORD, At Kansas Convention 


T is our duty, our obligation to our patrons 
to keep the retail price of shoes within the 
purchasing ability of the average consumer. 
This can be done, if as suggested there, 

we all put forth our whole effort to utilize every 
substitute possible that we know is practical. 

Draw a red line around the popular selling sizes 
and the closer you keep within its boundaries, the 
more U. S. dollars you'll have, instead of imaginary 
ones tied up in odds and ends. 


The Man With Openers 


Here’s the golden nugget that should be given the 
acid test by every merchant here. Big fellows don’t 
anticipate their novelty needs over sixty to seventy 
days. Think of that! Here we are far from the shoe 
centers, playing the part of the prophet, fooling our- 
selves with the belief that we can guess what the 
seller will be six months hence. It’s like a poker 
player drawing to a flush, he may draw it occasionally, 
but the man with the openers will win seventy-five 
per cent of the time. 

Not even on these advancing markets—do they 
gamble on future, they pay the market price, select 
selling styles and bank the profits; that’s the way they 
do it and it should be our method. 

Now, let me flash this golden nugget before you. 
Of course, you all know of it, but let it sink in. 

If you turn your stock four times at 35 per cent 
profit and your cost of operation is 25 per cent, you 
have cleared 40 per cent—if you only turn it twice, 
every shoe you sell must carry a gross profit of 50 
per cent to equal the same amount, because the 
greater the turn over, the less you'll have of odds and 
ends. You can take advantage of every discount, 
and that means hundreds of dollars extra profits a 
year. . 

Every item of store expense has increased, making 
the cost of operation greater each year. To meet this, 
you must either turn your stock oftener, or add 
greater profits to your goods. Buy less, buy often, 
keep ’em coming. 


The Bonus System in Stores 


New shoes put “pep” in the salesforce, and that 
brings to us another golden nugget. Put every 
salesman you have on a bonus system. Why, you ask? 
Well, stop and think, for every dollar he earns for 
himself, he earns three or four for you, and the al- 
mighty dollar is the mightiest incentive ever produced 
to bring out the real salesmanship in man when he 
knows he must show results to get it. 

One merchant states that he had cut the selling 
cost almost half by using salesladies, claiming that 


girls were natural money getters. Whether we could 
adopt this plan is problematical but it is worthy of 


thought. 
Learn to Think 


Using the words of one man, “The biggest thing 
for the shoe man today, is to learn to think.” Get 
outside of these four walls that inclose your business 
life, seek other methods, exchange ideas, use every 
practical suggestion for the betterment of your own 
welfare—it’s lubricating oil to the business—you’ve 
got to bore for it like they do for oil near Wichita, 
but it brings surer returns. 

Ah, Mr. Sloan hits the bull’s eye when he says: 
Shoe men have come to a place in the road where they 


must face.the acid test. We can’t face it alone, we 


must face it collectively as an Association of mer- 
chants. We must be big enough, broad enough to 
become a link in this mighty chain that is now being 
welded together to pull us on to success. You -must 
be one of these links, for I feel sure that when this 
war ends, it will have made a better merchant of each 
shoe merchant, and when the summary is made— 
our craft will head the list of elassified business 
successes. 
Less Pairs—More Money 


Just one more nugget that you must not overlook; 
that is while your sales show a decided increase, statis- 
tics will prove you have sold less pairs. Then remem- 
ber if you sell less pairs, you must cut your buying 
or accumulate heavier stock. Larger stocks tie up 
your working capital. The thing to do is to sell! 
sell! sell! for the instant this war ends, a: feeling of 
uncertainty will possess the public, they will respect 
lower prices. We must be ready to meet these 
conditions—for the public has only so much money 
to spend and today they are over-spending their 
income in anticipating that time of lower prices. 
Prepare for that time,—have less shoes and more 
money in the bank. 

It doesn’t matter where you are located in business. 
The personnel of the buying public is almost iden- 
tical—as a unit; their likes and dislikes are the same. 
How to reach these people—how to get them to buy 
your shoes, how to profit through their whims and 
fancies, is the point that each of us seek. 

Now, back of every business success is a scientific 
business policy. True, these principles of operation 
vary in a slight degree as best suits the governing 
power of each firm; but underlying each—and trace- 
able almost to exactness, is that some governing 
policy that has made success of all progressive mer- 
chants. They know how, they have successfully 


(Continued on page 53) 
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public. 
maximum value in the best advertising art. 
matter is not a part of the plate—it is simply an extra help—a 
series of suggestions and ideas adaptable to your business. 
Remit with order today; the price is too low to open accounts. 
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Again we emphasize—‘‘Recorder”’ cuts save. 
impressions from which you must have cuts made—they are 
cuts, ready for immediate use, to make your impression on the 
Delivered to you at 25c. each, these plates represent 
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makers and our own. 
toe, are wear resisting and waterproof too! 





Wear Resisting 
and Waterproof 


Supreme satisfaction for the 
parent and healthful comfort for 
the child, are featured in our 
shoes for the growing foot. Nei- 
ther wet nor wear can affect 
the specially treated leathers and 
the dependable workmanship 
that puts them in a class by 
themselves. 

Back of the sturdy quality is a 
sturdy impression of value—the 


At $3.00 a pair the shoes from top to 


Insert Your Store Name Here 





Editorial 


For Your Store 


Ambition and accomplishment 
are the twin brothers of Progress. 
Aspiring to do better things is 
good but dreaming of them spells 
failure. Nothing much ever came 
to the store or the individual “‘just 
moseying along.” When we wait 
for something to turn up we are 
pretty certain to get turned down. 
If we shirk our work we flirt with 
danger. 


This store is as young as it 
looks—and feels. How young? 
Young as the new born day! 
Ambitious as the true artist in 
love with his work. How old is 
this store? As old as it feels—old 
in faithful service and applying 
itself diligently to the daily task. 
This store is as old as the new born 
day! 





No. 252, 25c. 


OMEN’S shoes in every 
desirable, stylish material 
that conforms to the Spring 
vogue—crisp, clever, new novel- 
ties that lend individuality with- 
out going too far towards the 
line that distinguishes good from 
poor taste. 

Combinations of colored kid 
in refined patterns of well de- 
fined distinction. Fashionable 
stitchings, pattern lines and 
perforations. Style features that 
the smartly dressed woman will 
know at a glance as_ highly 
desirable at $7.50 a pair. 




















Gpring Pumps 
and Oxfords 


Step to the Front 


You must supplement 
your high shoes with new 
pumps or oxfords if you 
wish to be among the cor- 
rectly shod women. This is 
the edict of Dame Fashion 
whose judgment we must 
not ignore. 


This store has complied 
with her wishes by assem- 
bling for your selection the 
newest creations of smart 
styles which meet the de- 
mand created by the pre- 
vailing trend of costumes. 





Insert Your Store Name Here 














Be Sure to REMIT WITH ORDER to Avoid Delay 
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you and your fellow shoe merchants 
petitor “‘beat you to it.”’ 


Get a crystal clear and clean cut impression in your paper 
—an impression which leaves a pleasant “‘taste in the mouth” 
and a dent on the brain of the one who looks at the true-to-life 
picture, virile in its power to influence more and more business 
fur you. Get ‘‘Recorder’’? Shoe Cuts. They’re good for both 
but don’t let your com- 




















No. 253, 25c. 


Why stop below the top when the 

To | \ otch smartest Spring styles in easy shoes 
p are within easy reach—our windows 

tell the story. Beneath their good 


looks is good service. Good news 
Styles for the man who wants good shoes 
at a reasonable price. 
Here’s one from many that will 


catch the eye and hold trade; a iT M 9 
smart looking high cut comfortable n en - 
Cordovan-calf in a deep rich wine 


shade on an English last—a proper 
shoe for general wear anywhere. OW hoes 


$6.00 a pair. 





Insert Your Store Name Here 























No. 254, 25c. No. 255. 25e. 


Shoe Store Stunts 


No. 64—Combining Card with Mer- 
chandise 


This illustration shows the use of a 
placard for displaying hosiery. 

The oval is first cut 
from heavy cardboard 
and the upper portion 
lettered $1.50—‘“‘Get a 
New Pair For Easter.” 

By displaying hosiery 
through a hole cut into 
the oval and by plac- 
ing this oval on an 
ordinary card stand or 
an easel, the idea is 
completed. 





No. 65—Show Card Centerpiece. 


This show card center piece consists of 


’ a half cylinder design made from card- 


board, and cov- 
ered with bark 
paper in sug- 
gestion of a tree 
trunk. 

A natural 
tree branch is 
attached to the 
design, and a 
stuffed owl or 
an owl made 
from paper mounted on this limb. 

The lettering which is done directly 
on the bark paper carries out this sug- 
gestion and gives a unique and interesting 
design. 





No. 66—Window Centerpiece 


This shows a large placard cut from 
heavy cardboard or composition board 
to be used as a 
centerpiece for a 
window display, or 
it may be used on 
the interior in 
show-case work. 
It is lettered as 
follow: , 

“Our Habit, 
Quality and Style 
inthe Same Pack- = == 
age.” 

Directly below the wording “Our 
Habit,” we suggest a box of shoes 
neatly tied and mounted in this space. 








Accounts Cannot Be Opened for These Nominal Amounts 
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SULE 


Dryden Rubber Co., Chicago 


BOSTON DETROIT 
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Trading Stamps Heavily Taxed i Kansas 


Governor Signs Bill, on Eve of Convention of Shoe Merchants, Practically 
Killing “Practice”---Report of Legislative Committee 


HE Legislative Committee of the Kansas 

Shoe Retailers’ Association has the honor to 

report that the Governor of this State 

has signed the Trading Stamp bill, intro- 
duced in this past Legislature for the purpose of 
ridding merchants of this little evil that has become 
so obnoxious to many merchants throughout the 
State. 

Through co-operation with Mr. Oliger of the Leg- 
islative League of which this Association is a member, 
we have accomplished what we feel is a means to 
end ourselves of this pest. 

Mr. Oliger called a meeting early in January, 
of the various Topeka merchants, and a fund of 
about fifteen hundred dollars was raised to further 
this bill. The original bill introduced was similar to 
the Washington Bill which was sustained in the 
Supreme Court, but it was amended so that the bill 
now stands: 

The stamps or coupons must state specifically 
that they are redeemable in cash or merchandise 
from the regular stock of the company, offering the 
prizes. The trading stamp companies doing business 
in this state will be permitted to operate under the 
new law, but will be required to pay a heavy license. 
Under the provisions of the Paulen measure, a license 
fee ranging from $4,000 a year in counties with less 
than 30,000 population to $7,000 a year in counties 
of more than 70,000 population is required, and a 
similar license for each storé using the stamps. 

One of the most active lobbies of the recent legis- 
lative session was maintained in Topeka to oppose 
the passage of the anti-trading stamp and coupon 
bill. Numerous firms and corporations offering 
prizes and coupons with their merchandise sent 
attorneys and lobbyists to Topeka to oppose the 
passage of the measure. The green trading stamp 
people were also represented by a strong lobby. 
Efforts were made to amend the bill in such a manner 
as to make the law inoperative. 

As the measure came from the conference com- 
mittee of the house and senate, it was acceptable to 
friends of the bill. Representatives of stamp con- 
cerns however, declared that the measure was a 


statutory recognition of their business and that 


provisions of the bill were discriminatory to such 
an extent as to make the law invalid. 

The new law permits manufacturers which give 
coupons and premiums with merchandise to dispose 
of their stock before July 1. Retailers are given 
until January 1, 1918, in which to dispose of stamps, 
coupons and premiums purchased or contracted for 
prior to the passage of the act. 


It is probable that suit will be filed to test this bill, 
in the meantime we shall hope our Supreme court 
will declare it constitutional. 

We want to direct your attention to the fact that 
this Association must be constantly ready to protect 
its interests against all unreasonable legislation, and 
we earnestly seek the co-operation of all members to 
assist in any way possible. 

Like the Pure Shoe law, some fanatic is liable to 
introduce bills that would seriously injure our in- 
terests,and we must be on constant guard against 
such action. W. E. Brelsford, Chairman. 


A TIME TO STIMULATE MORE SALES 
(Concluded from page 49) 
mastered the very same problems that we feel unsur- 
mountable. 

So it is in business—if we know the way, the 
success would mean only a matter of time to reach 
it. We could learn best selling plans, better buying 
policies, how to decrease operating expense, how to in- 
crease profits, how to finance, how to collect out- 
standing bills, how to advertise and feature the at- 
tractive points of footwear, how to place us out of 
the store-keeper column into the merchant’s list. 

Our business is a staple business and statistics 
should be easily obtainable relative to every method 
of procedure, then deductions derived from those 
statistics, that would enable us to scientifically conduct 
our business. 

















Five Years Have Changed the Viewpoint 
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If you are not leading, shake things 
up and find out why. The H. & F. 
Shoe for Men added to the stock of 
more than one shoe store, has 
changed things for the better. 


“EVERYTHING NEW THAT’S GOOD’—ALWAYS 


Howard and Foster Company 


Makers of Men’s Shoes for Particular Purchasers 


Brockton, Mass. 


134 Summer Street, Boston 


It doesn’t take very much selling to convince Milady that to round 
out her Easter costume she should have a pair of dainty, perfect fitting 
spats—That is, if the retail shoe man has the right sort of spats to back 
up his argument—But the goods must be right. 

The JACOB line is made properly—of the proper materials and in the 
proper shades—It’s ready in all colors and grades for instant shipment 
anywhere. Send a hurry order and prove this yourself. 

WHITE 


Champagne Pearl Gray Fawn 
Dark Gray Chamois Ivory 


$9.00 to $30.00 per dozen 
If your jobber cannot supply, write us 
IMMEDIATE DELIVERY 


Our $15.00 Kersey Line is a Winner---A Sample Order 
Will Convince You! 


H. JACOB & SONS 


Manufacturers of 


Leggings, Overgaiters and Barefoot Sandals 


519 East 72nd Street - - - = = New York 
Norwalk, Conn. 
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Raby Marie Osbome 


m Litt Naty Sunshine w 


~- the worlds highest salaried 
child Film Star’, wearing, 


OSY|OES 


Standard i 











Fine Felt Footwear 






Display children’s felt shoes and slippers 
the year ’round. COSY TOES are in 
ge demand all the time everywhere. 

ou need exert no salesmanship to sell 
this celebrated line. It sells itself. 












HIS year we are offering a wonderful assortment of novelty effects in Children’s felt slippers, as 

I well as new styles for older folks. Dainty Siesta Styles—made in orthopedic lasts; highest quality 
broadcloth finished felt, trimmed with dainty silk embroidery to harmonize; soft cushion innersole; 
chrome tan leather sole. Clever Bootee Styles—decorated with nursery pictures. Pretty Cacks and Juliets 
—all manner of attractive novelties to please the kiddies. 











You must see our amazing line of novelties. Wire or write and 
we will have one of our salesmen call. 


STANDARD FELT COMPANY 
Omepgeres WEST ALHAMBRA, CALIF. *s.xhaschco® 





















Os iS 7 ; Wearing Daddys 
I like my CosyYToEs They'te So cute (OsYfoEs”” 
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Neslin Soles On 











[] | | 
Trade Mark Reg. U. S. Pat. Off, 


Better than Leather 





ERE’S a chance for better- 
looking, better-wearing shoe 
soles for the children. 


Let’s introduce Nedlin to mothers 
—Nedlin, the new shoe sole that 
is doing wonderful things for the 
youngsters’ feet and their mothers’ 
pocket-books. 


All the hurtful, cramping effects 
of leather-soled footwear on the 
children’s feet are gone with Nedlin 
Soles. Instead, children are getting 
true foot-freedom from this scien- 
tific sole wear which has, practi- 
cally, the pliancy of rubber, while 
yet it is not rubber and will not 
draw the feet like rubber. 


So, all the soft little growing 
bones, and the tender little liga- 
ments and child-muscles grow 
naturally and strengthen with the 
exercise permitted by flexible 
Nedlin Soles. 


And Nedlin wear is equally 
remarkable. 


Today, when leather shoe-sole 
quality is far from good, Nedlin 
Soles are markedly superior to 
leather in many ways, and out of 
all comparison superior for wear 
to the sort of leather the children’s 
shoe-soles get. 
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Children’s Footwear 





And remember this point, too: 


Even if the children’s: shoe- 
uppers should become thoroughly 
soaked, NeGlin Soles will not soften 
up, or dry hard and stiff. Neither 
will Nedlin dry a size or so smaller, 
cramp the little feet and leave the 
little shoes “‘shapelessed” and out 
of appearance. 


NeGlin is always flexible, always 
comforable—and while it is not de- 
sirable to dry any wet shoes by 
heat, shoes with NedGlin Soles are 
less injured in appearance or serv- 
ice than any other. 


Ne3dlin Soles cost no more. They 
are quiet and slip-proof. They will 
not scratch furniture or polished 
floors and they are noiseless. 


Nedlin Soles come as small as 
size five (infant’s) and in many 
styles of foot-wear. 


You can now get Neédlin-soled 
shoes—black, white or tan—from 
your own jobber or manufacturer 
without delay. 





To protect yourself, mark that 
mark; stamp it on your memory: « 
_ Neolin— cxasiaiase 
the trade symbol for a never changing quality proauct of Ce () ] al 
The Goodyear Tire & Rubber Company 
Akron, Ohio Trade Mark Reg U.S Pat. Off 


Better than Leather 
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BROWN, TAN, RED RED and BLACK 
and BLACK 25c. size, os. ~ 
= Per gross - $24.00 ey gross - ¥ 
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BROWN, TAN 





Per gross - $10.00 


| WHIT TEMORE 5] 
SUA ww OVW GREAM ESE. 
be y 2 = ota ee x 


| JBronze | GAN CARRY IN YOUR TRUNK,BAG OR POCKFI 


UTETUNEAM 
NEVER LEAKS OR SPILLS 





Popular with Tourists 
WHITE, BLACK, TAN, and BROWN 
Per gross, $24.00 





10c size, per 





oe 100. axe P%.00 Ask Your Jobber’s Salesman or Write Us at ascrree nc 99-99 
ee Ming «86 Boston for Complete Catalog gross - $18.00 











The New Style Arctic Buckle «“SURE-LOCK” operates just exactly the opposite from 
the old style. The Old Style Buckle goes UNDER the slotted plate. The New Style 
Buckle goes OVER the slotted plate and hooks down into it. 


The Advantages of the Sure-Lock Buckle: No projecting ends to catch. A wire bolt, giving it great strength. 
It locks under all conditions. Cannot be clogged with ice, sand or dirt. A positive motion to unlock it. 
Can be unlocked with gloves or without gloves. Not dependent on its spring to keep it locked. Does not 
require the fingernail to open it. Has a smooth surface. Keeps its alignment. Very neat in appearance. 
Simple in operation. Greater adjustment than any other shoe buckle. 
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Two 


WHITE 
SHOES 


that have 
fairly 
Backed 
white Sewing _Lac, “Thre- unger Everything Else 
alas off this 
: Page! 


Fhey’re in stock NOW, but you'd 
better order today! Others know 
big values when they see them, too. 





BUY WHITE 
AND BUY RIGHT 


SAMUELS SHOE COMPANY 


IN-STOCK SHOES 
1410 WASHINGTON AVE., ST. LOUIS, MO. 


NO WE COULDN’T DO IT! 


We intended devoting this entire 
age to white shoes, but these two 
lack beauties insist on recognition 

—and they certainly deserve it! 


Orders filled on the day received— 
— only as long as our present stock 
asts. 





Patent Colt Lilly Jane, Flexible McKay, 
White Kid Quarter Lining. 


D-E 
S16 G0 13, Low Med. ..... ceed $1.60 
re ee eS ere 1.85 
2% to 7, Low Heel............. 2.15 , 


Same in Gun Metal, No. 119. 
Same in Patent Mary Jane, No. 110. 
Same in Gun Metal Mary Jane, No. 111. 








Wonderful Values in 


BS ssi snscnin vega sd $3.75 


White Nubuck Bal, Imitation Wi 


Tip, 
English Welt, White Finish Sole ani Heel. 
A-B-C-D 





Patent Colt Twin Strap, White Kid 
Quarter Lining, Flexible McKay. 


D-E 
844 to 11, Low Heel............. $1.40 
11% to 2, Low Hed............. 1 
2% to 8, Low Heel............. 1.85 


Same in Patent Mary Jane, No. 450. 
Same in Gun Metal Mary Jane, No. 451 





Tahoe ae hare 
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The Stitch 
that is sunk 


in the inner- 


4 


sole means 
absolute 


foot comfort 


The Landers Felt- 
Lined Canvas In- 
nersole is in every 
way superior to an 
innersole of 
leather. 

No rough, uneven surface—no lumpy thread 
bunches to cause discomfort. The stitches are 
sunk in the felt and covered with a thin sock 
lining. ; 
The result is a sole of surpassing smoothness 
and comfort. 





Feature these inner soles in your shoes. It will 

pay you—many times over. 
The Landers Brothers Company 
Toledo - - - Ohio 


Coburn 


Trolley Ladders 


are simple, ef- 
ficient, inexpen- 
sive, saving time 
in sales effort. 


a 
F 









Get estimates—- | 
send us a rough 
sketch of your, 
store interior, 
showing shelves 
to be reached and 
let us tell you the 
cost. 





Catalogue on re- 
quest. 


Coburn Trolley Track Mfg. Co. 


HOLYCKE, MASS. 


= 
ATT 
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This Book 
Means Power 


It is a complete, scientific treatise on the anatomy, 
deformities and treatment of the human foot. While 
scientific, thorough and authoritative, it is written ‘so 

lainly that it can readily be understood by anyone. 
pecially written to supply shoe men with a complete 
knowledge of the foot. 


SECOND EDITION GOING FAST 


This book answers every question that may arise in 
the shoe man’s daily work. It tells him how to diag- 
nose foot ailments and what to do for them. Teaches 
him how to give foot comfort to his customers and how 
to let them wear the stylish shoes they want to wear 
without suffering any discomfort. Makes it possible 
for him to gain the friendship of his customers by giv- 
ing them real Service. 


Nearly 400 pages, over 300 illustrations, many ana- 
tomical charts. Bound in cloth, size 63-8 by 91-4 
inches. Price, postpaid, $3.00. In Canada and abroad, 
$3.50. Descriptive circular sent free upon request. 


The Scholl Mfg. Co., 213 W. Schiller St., Chicago 


Branches in New York, Toronto, London 



















“MOST NATURAL’? 
SPRING ARCH SUPPORTER 


Is as light as a feather, it supports 
the sole so it makes it impossible for 
the arches to break down, further, it 
helps arches to get back to their nat- 
ural position. The most comfortable 
and practical on the market. Will fit 
any shoe. Retailing at $1.00 per pair, 
it yields you a nice profit. 


STATE FOR LADIES OR GENTLEMEN 


The J. J. TANNER MFG. CO. 
PETALUMA, Sonoma County, CAL. 
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The White Cleaner 


IT IS PRIDE that makes a man 


or woman choose 
“BLANCO.” They want their White 
Shoes to be really white so they use a 
never-failer like ‘BLANCO. Its Quality 
never moves downwards, so it never 
disappoints. “Once a ‘BLANCO’ user, 
always a ‘BLANCO’ user.” 


If you are proud of the repute 
——_ - of your store, 


you ll see to it that in White Cleaners 
it s‘ BLANCO’— and ‘BLANCO’ all the time. 


GUPPLIES may not go all 

the way round. 
Better get your share NOW. 
Your Jobber has it. 

























“Keeps white | 
shoes white. 


Manufactured by 


~ JOSEPH PICKERING & SONS, LTD. Sheffield, England. 
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MASON’S BLACK 
DRESSING 


Self-polishing, clean and 

convenient. Fast dye; will 

not come off; renews the 

appearance of the shoe. 
Large Size 

$1.65 Doz. $18.00 Gross 
Small Size 

85c. Doz. $9.00 Gross 





\ 


P erfection 


Circlet tes 


With the Sharp Shoulder and Broad Wear- 
i urface 


ing S 
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FOUR MASON pressines 








Nannon nnnmnaags, 
| |JAS. S. MASON co] | 


134.140 N. Front Se. 
PHILA: 











be 


MASON’S WHITE 
DRESSING 
Can be used for any ma- 
terial of which white shoes 
are made. Cleans as well 
- polishes and will not rub 
off. 
Large Size 
$1.65 Doz. $18.00 Gross 
Small Size 
85c. Doz. $9.00 Gross 


Send for Samples 


JAMES S. MASON CO. 


134-140 N. Front St., Philadelphia 


THE ADVANTAGES 


OF 











They don’t scratch floors 


They don’t wear slippery 


They don’t drop out 


They do protect 
They do stop uneven wear 
They do prevent runover heel 





PUT ’EM WHERE THE WEAR COMES 
TRADE SUPPLIED BY 


F. W. Whitcher Co., fs" 


MASON’S TANSHINE 


A combination liquid and 
paste dressing for tan shoes. 
Covers cuts and creases and 
gives a lasting and brilliant 
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THEY SPEAK FOR THEMSELVES 


The absolute purity of our goods has been a matter of busi- 
ness policy since the establishment of this house in 1832. 





MASON’S NEUTRAL 
DRESSING 
A cleaner for all cloth or 
kid tops of any shade. Free 
from acid and absolutely 
safe in use. 


CLEANER 











polish. Contains no acid. Large Size 
Large Size $1.65 Doz. $18.00 Gross 
$1.65 Doz. $18.00 Gross Small Size 
Small Size 85c. Doz. $9.00 Gross 
85c. Doz. $9.00 Gross 
sousnununnnans 
THE 


SHOE TRADES JOURNAL 


74-77 Temple Chambers, LONDON, E. C. 





The oldest and most influential British 
shoe and leather trades paper. Es- 
tablished nearly half a century. 


Conducted by a strong staff of reliable 
business men with practical knowledge 
of all branches of the trade. 


The “Journal” is known throughout the 
world. 


Our experience is at your service. 


Foreign Subscription $3 a Year 


REPRESENTATIVES for U.S. A. 


FRANKLIN P. SHUMWAY CO. 
453 WASHINGTON ST., BOSTON 








uk 
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HALO) Oto 


Made of Cabretta skins finished on 
the flesh side. Chrome tanned. .. 


Wy 
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The most attractive topping stock for 
high class shoes . ee, 
In desirable fashionable shades. Jaeal in Appearance, 


Ore LAY @) Sere LO) PANE Rive 
Manufacturers, GLOVERSVILLE.N.U. 
NEW YORK, 88-90 GOLD STREET. 


} Ans 77 Steph 71S Ratton Leather C St louis The i 71 evor C Omp. TV Boston. 
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Gould-Lee & Webster Shoe Store 
Chairs by 











Rochester, N. Y. 


AMERICAN SEATING (JOMPARY 


General Offices, 1016 Lytton Biulding, Chicago, Illinois 


PERMANENT EXHIBITION ROOMS IN ALL PRINCIPAL CITIES 
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The illustration shows 
an attractive shoe store equipped with 


Sanitary Opera Chairs 


the modern shoe store seating. 
Some of the advantages over settees 
and individual wooden legged chairs are 
Greater Seating Capacity 
(Chairs interlock) 
Greater Comfort 
(Spring, stuffed or full roll plain seat) 
Superior Designs 


Economy 


(Plain wood or upholstered opera chairs 


cost about one-half price of corresponding 
wooden legged chairs) 


Indestructibility 


(Opera chairs guaranteed against breakage. 
Wooden legged chairs and settees break 
easily) 

Rigidity 
(Opera chairs have heavy metal uprights 
fastened to the floor) 





Norwich 
Fixtures 
Sell More Shoes 





QE 


Ufone SAOE & LEATHERN 


& ALLIED TRADES 





~<a: 









The use of Nor- 
wich Fixtures, not only 
enables you to make bet- 





The BEST and BRIGHTEST Shoe 
and Leather Trade Paper in Europe 


Circulates amongst the biggest buyers of 


Shoes, Leather, Machinery, Find- 
ings, and all accessories in Shoe, 
Leather and Tanning Materials 


ter displays, but the high 
reputation they bear insures per- 
fect satisfaction and full value for 
every dollar expended. Send for 
our catalog. 


The Norwich Nickell& Brass Co. 
NORWICH, CONN. 
SALESROOMS 


NEW YORK 
712 Broadway 


BOSTON 
26 Kingston St. 





The effective staff is composed of prac- 
tical men of large experience and will 
give advice on business propositions. 


The EDITOR of the “RECORDER” 
will tell you all about us 





EDITORIAL AND BUSINESS OFFICE 
4 and 5 South Place, London, E. C. 





COPIES WEEKLY POST FREE TO U.S. A. 
2% Dollars per annum Prepaid 
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Even the most hardened ‘“‘movie fan’’ will have to admit that this is a situation with a 
thrill. The angry king of the jungle seems about ready to sink his deadly fangs into his 
helpless victim, who lies prostrate in his power. 


But do not fear, dear reader, for the lady is perfectly safe—that is, unless the well- 
trained lion movie actor forgets his schooling and adds the last touch of realism to a most 


’ realistic scene. 


The lion shown is one of the ‘“‘leading men’”’ of his race, and has been trained so well that he will attack 
his ‘‘victims”’ with well-simulated fury, but stop just short of their destruction. If he failin the pinch we should 
not want to offer much for the lady’s chances. 


In every sphere of life and business there are moments when failure would be fatal. In the patent leather 
crisis, the two tried-and-true winners have never failed. You can, with confidence, put your trust in 


SterliiqGolt Sterlitin Ki 


BRISTOL PATENT LEATHER COMPANY .*. .*. BOSTON, MASS. 
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Ask the Salesman to 
Show You the 


Union Stamp 


When the salesmen reach your store with 
Fall samples in footwear for 1917 ask 
them to show you the Stamp of the Boot 
and Shoe Workers’ Union. 


You can secure footwear for men, women 
and children in all grades, styles and 
prices bearing the Stamp of the Boot 
and Shoe Workers’ Union. 


Do not be misled by subterfuge or ex- 
cuses, but insist on the Union Stamp. 


Thus you will not only secure all the 
trade you have always had but the ad- 
ditional business of the Union man who 
insists on Union footwear for himself 
and his family. 


Boot and Shoe 
Workers’ Union 


Affiliated with the American Federation of Labor 


246 Summer St., Boston, Massachusetts 


JOHN F. TOBIN . 
CHARLES L. BAINE . 


. General President 
General Secretary-Treasurer 
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Buster Brown Shaping Last Shoes 
MAKE HAPPY, HEALTHY CHILDREN 


JFOYOUS, fun-loving girls and boys, full of life and vigor, owe much to 
the correct fitting of their shoes. Pinched toes, loose fitting at the 
heel, or incorrect arch are a positive detriment to the children’s health. 


Advertise to the people of your community how 
Buster Brown Shaping Last Shoes 


will gradually and perfectly, in Nature’s own way, develop the chubby, 


fleshy foot of the child to the slim, perfectly formed foot of the grown 
girl and boy. Plant this idea in the mothers’ minds by using the adver- 
tising helps we will give you, and they will buy no other shoes except 
BUSTER BROWN SHAPING LAST SHOES. 


Deewes Gave Goungamnadas. 


Manufacturers St. Louis, U. S. A. 
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THE WORDS 


GOODYEAR . 
WELT 4 


have a definite meaning in the minds of a constantly 
increasing number of shoe wearers. They mean a shoe 
that is perfectly smooth inside. They stand for 








COMFORT, STYLE AND DURABILITY , 








Discriminating shoe wearers understand the interesting 
details of the manufacture of these shoes. There is in- 
disputable evidence that people want and are willing to 
pay for this high-grade type of footwear. 


Have you told your customers you had them? Many 


dealers have found it paid to do so. 











UNITED SHOE MACHINERY COMPANY | 
BOSTON - - _ MASS. | 
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Griffin Buck White 


The only white cleaner in the world pasaios 
all white buck and canvas shoes = - 7 
Package contains small brush an 

3% Oz...........$11.00 Gross atin 
ENGR 60.66.0020 19.00 “ 1.65 “ 











Sorteus Weel 
AFTER THE RAIN . | 
GRIFFIN MFG..CO. | 


NEW YORK,’ 











Griffin’s Glazed Kid Cream 


In Blue, Black, ~ Gray, Dark Gray, 
Brown, Green, ed, White, Ivory, Cham- 
pagne. 


cl Lo} Polish 








Is to the Leather what Cold Cream is to the 
Skin. 3-o0z. Bottle in Beautiful Lithographed 
Carton. 


Price. $16.00 Gross $1.40 Doz. 





Griffin Quick Cleaning Fluid 


For cleaning Silks, Satins, White and Colored 
Cloth Top Shoes—Non-burnable. 


$20.00 Gross $1.75 Doz 


“THE GREAT NATIONAL. SHOE 


--GRIFFIN-- 


WHITE 


DRESSINGS 


Summer shoes require care- 
ful attention. White and 
the delicate shades that will 
predominate i in the coming 
season’s styles must be kept 
in spotless condition. 


These dressings will do the 
work---to the satisfaction 
of your customer and to 
your own profit. . 





Griffin Suede Powder 
A powder Gagne ies nap) ney feathers, in m siting 


top can. ._— ark and Pearl Gray, 
Brown, chante. ‘awn, Field Mouse, Gray- 
— Piece of Toweling for applying in- 
clu 


$16.00 Gross $1.40 Doz. 


Write for new catalog for description of 
complete line. 


If your findings jobber cannot supply 
you, we will. 


Griffin Mfg. Co., 1. 


Established 1890 


67-69 Murray St. NEW YORK 


Western Office 
33 Minna St., San Francisco, Cal. 


WEEKLY” 69 





Griffin’s White Kidine 


An effective and safe cleaning and whitenin, 
oe ae cleans all white kid and white 


Small Size...... $11.50 Gross $1.00 Doz. 
Large Size...... 18.50 “ 146 





Griffin Magical Powder 


One of hme two accepted ways for cleaning 

colored suede, Nubuck and nappy leathers. 

White, Light Gray, Dark Gray, Pearl, Brown, 

Chamois, ‘awn, ield Mouse and Gra -Fawn. 
of Toweling for applying included 


$11.00 Gross 95c. Doz. 








Griffin White Sole and Heel Dressing 
For renovating end» heels that have eg 
ade also in 


come soiled or 
Teedeoss either dull or das —y--h 
$19.50 Gross $1.75 Des. 
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A Favorite Reg. U. S. Pat. Off. 









**Creole”’ 


It is easy to understand why the Certi- | 
Last 


fied Shoe is in demand. Leading mer- 
chants recognize them as exceptional 
values—great reputation builders—prof- 
it producers. Many styles carried in 
stock. Write for samples and prices. 





*“Spark”’ Last 


No. 453—Men’s Gun Metal Calf, Inch Heel, 13- 
Iron Oak Sole, Natural Sole Finish, Straight Tip, 
Small Perforations, Blind Eyelets, Wearproof 
Lining. 


“Trot” Last 
No. 473—Men’s Welt cut from Velour Calf 


Vamp, Mat Top, 9-Iron Sole, 13 Edge, 1 1-4 inch 
Heel. Made in Blucher, Bal and Button. 


“My Pal” Last 


No. 804—"‘My Pal” Last, Glazed Vici Kid Blu- 
cher, Duck Lining, 11-8 Inch Heel. Sizes 5 to 











Gun Metal Bal, Kangaroo Top, Duck 1044. Widths C, D and E. Men’s Welt cut from Velour Calf Vamp, 
! Lining, 11-8 inch Heel, Wax Bottom Mat Top. 9-iron Sole, 13 Edge, 14-inch | 
Heel. ade in Blucher, Bal and Button. 





Finish. Sizes 5 to 10. Widths B, C and 
D. Future Shipment j 


Shipment Now 


Stonefield-Evans Shoe Co., Rockford, IJl., U.S. A. 


CHICAGO OFFICE, 706 Security Building 


gg Ge a ane aon Sore Spee ace aon Soc Sone sono one noe one ee eee 


ATHLETIC SHOES 


THE ATHLETIC SHOE CO. 


Pioneer Manufacturers of Athletic Shoes 


1435-1443 Carroll Ave. 
CHICAGO 


No. 109 BASEBALL SHOE Prompt DELIVERY—SATISFACTION Guaranteed 
Whatever the SPORT we make the SHOE 


THE COPYRIGHTED 


‘**SHOE AND LEATHER LEXICON” 


AND 


‘*SHOE FITTING ”’ 


Are two standard authorities, recognized as such throughout the shoe trade because of the painstaking care and 
accuracy of detail with which they are written and compiled. 

Sharply trimmed down to essentials, not a word wasted, they present in compact form information of the most 
ad sort for any one whose business it is to “know shoes,” and to sell them. 

Both are published by the Book Department of the “ Boot and Shoe Recorder.” Price 40 cents per copy, three 
copies for $1.00 (mixed order if desired) postpaid. Please send cash or check with order, or stamps for less than 
a dollar. 
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and Back 
Cloth Top. 


Last No. 106 Last No. 98 
Havana Brown Vamp, Quarter, Havana Brown Lace, White Eye- 





“THE GREAT NATIONAL SHOE WEEKLY” 71 























. /tavanee Siyles 


Showing new lasts and new 
patterns, in leather and in 
combination with a variety 
of fabrics. 


Sport shoes with low heels 
and fibre soles 


Walking boots in leather 


or in combination 


No. 403 Style 400 


Stay, Light Brown ice lets, White Stitching. 








McKAYS 











Style No. 461 
Last No. 104 


Gray Cloth Top, Gun Metal Vamp, 
An Exclusive Walking Shoe. 


JOHNSON BROS. SHOE MFG. CO. 


HALLOWELL, MAINE ay 
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My Dear Mr. Dealer:— 


Look at this! A sample of HUB-MARK rubber footwear. Note 
the beautiful lines—HUB-MARK rubbers are first quality in every particu- 
lar. They are sold by all leading shoe jobbers. 


MADE BY THE 


BOSTON RUBBER SHOE COMPANY 


MALDEN, MASS. 





REG.US PAT.OFF- 


))HUBID 
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Boots and Shoes 


From now until the time when dealers begin con- 
sidering the Autumn call for rubbers, trade in this 
line is likely to be rather quiet, as far as orders to 
manufacturers are concerned. Not that everybody 
has ordered, but everybody making rubbers has as 
many orders as he cares to book, for there is a limit 
to productive capacity. Machinery can turn out 
about so much stock, and then the manufacturers 
must rely on hand work to put that stock into the 
form of rubber boots and shoes. Perhaps there is 
room for more machinery, but where such is the case 
it is proving difficult to secure new equipment, and 
even more so to find second-hand machines, rolls, 
washers, calenders, etc. which are worth buying. 
There are vacant spaces in some mills where such 
machinery will be placed as soon as it is received, but 
it is some months overdue. 

And if there is enough mechanical equipment to 
take care of stock needed for orders, it is quite another 
matter to get experienced help to put that stock into 
shape, for while there is a larger demand now than 
in any previous year at the corresponding date, 
there are really fewer men and girls willing to work in 
rubber mills than in normal times. In spite of the 
fact that nearly all, and perhaps, quite all the manu- 
facturers have increased the wages of their employees, 
the present demand for skilled labor in other lines, 
notably those dependent upon war conditions, is 
such that the average worker, man or woman, can 
earn more in these lines than the rubber manufac- 
turer can afford to pay, with orders already taken 
at the established prices. This is the cause of the 
thinning of the ranks of rubber boot and rubber 
shoe makers, and this is particularly flagrant in those 
sections where weapons and ammunition are being 
made. 

The manufacturers are using their best endeavors 
to secure the maximum amount of machinery, equip- 
ment and help which their mills will accommodate, 
and there are enlargements in some plants, and at 
least one large concern just entering this field, but 
even with these additions to productive capacity, 
there are likely to be some retail shoe merchants who 
will be disappointed when they order next August 
or later, and find manufacturers sold up for the year, 
and jobbers, perhaps, forced to peddle out their 
stocks proportionately to their early customers, and 
unable to give any satisfaction to these procrastinating 
buyers. 

These views may seem pessimistic to those who 
until last season have been able to get their orders 
filled by the time the snow flew, but it may be worth 
while for those who think these prophecies unwar- 
ranted, to cut out this page, and put it where they 
can find and read it about November, 1917. Per- 


The Rubber Realm > « 


haps they will have cause for thanksgiving,—and 
then again, perhaps not. 


Tennis Lines 

The situation in tennis goods is very similar to that 
of straight rubber goods. The season is at hand, 
There have been huge deliveries, but not enough to 
satisfy the jobbers, who have had larger orders, 
further ahead, than ever before, and while they may 
have enough to fill their present orders, they are 
somewhat anxious about their ability to handle the 
later business,—that which is always postponed 
until the last of May or later. The manufacturers 
have greatly increased their tennis departments, 
but they will probably be busy until August even 
if they do not receive a single additional order. 


Rubber Heels and Fibre Soles 
The trade would be astonished, could it read the 
extent to which this industry has grown. The wear- 
ing of rubber heels has become extremely popular, 
and the huge cost of leather has wonderfully increased 


. the use of this kind of sole material. Shoe manufac- 


turers find that the public has been well advised as to 
the desirability of footwear having certain hands of 
such soles, and the number of makers of fine and 
medium shoes is increasing who are including among 
their samples few or many lines bottomed with such 
soles and such heels. 


Crude Rubber 


There seems to be a plentiful supply of crude rub- 
ber in the New York market, with only a moderate 
demand. A considerable proportion of recent impor- 
tations has gone direct to manufacturers, whose busy 
season is now in full progress. Prices are steady with 
only slight fluctuations in London or here, both for 
Brazilians and Eastern varieties. 

We quote: Upriver fine, 77c.; islands fine, 75c.; 
upriver coarse, 52 to 53c.; island coarse, 35c.; cameta 
38c.; caucho ball, 53c. for upper, and 50c. for lower. 
Centrals and Mexican, 47 to 50c.; guayule, 47c.; 
red Massai, 63c. First latex pale crepe, 824 to 83c. 
smoked sheets, 823 to 83c. 


. Scrap Rubber 


As was anticipated, scrap shoes have become more 
plentiful with the advent of Spring weather, and at 
the same time the demand from reclaimers seem: to 
have fallen off somewhat. Therefore dealers are but 
indifferent purchasers and prices offered are lower 
in this city, the best offers for carload lots being 9c., 
but smaller lots bringing only 82c. New York prices 
are from 8} to 9c., while reports from Philadelphia 
are that sales have been made to dealers at $9.00 to 
$9.10 per hundred. It is quite likely that even 
these lowest figures will be reduced as soon as the 
Spring weather is fully established. 
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A Line of Children’s Shoes 


That Will Make Your Business Grow 





"TEsSlrEp 


SCHOOL SHOES 


ONE OF OUR FAMOUS STAR BRAND NUMBERS 





are real business builders from 
every standpoint. The grace- 
ful, modish patterns win the 
instant favor of the children, 
and perfect fit and long wearing 
quality appeal to the parents. 


Tess-Ted offers you a line of children’s 
shoes that can be recommended without 
question—a strong shoe to wear and a 
strong line to sell. 


Tess-Ted are made like children’s shoes 
should be, of good, solid leather—no 
“paper” or fibre in any part of them. 
They're as good and strong as honest 
materials and skilled workmanship can 
make them. They are made for Boys 
and Girls in a large variety of styles, lasts 
and leathers. 


‘Star Brand’’ shoes. 





Write for catalog No. 32 showing a 
complete line of Tess-Ted and other 


**TESS-TED”’ 3320 


3320—Boys’ Gun Metal, ‘*Tess- 
Ted,’? McKay, Welt, Single Sole, 
Whole Quarter, Cadel Last, 4 Eye- 
lets, Cap, Blucher, Oxford. E, 2% 


DEE, 6sa socket wccoucmeeead $2.90 
3320—Youths’, Same only E, 12% 
eR ae a eI cr le Raplin oy a $2.65 





**TESS-TED” 8304 


8304—Girls’ Patent Chrome, **Tess- 
Ted,’’? McKay, Welt, 3-4 Vamp, 
Black Bound, White Neolin Sole 
and White Rubber Heel, Gambol 
Last, Plain Toe, Ankie Strap, Pump. 
a ee rere $2.35 


8304—-Misses’, Same only Frolic 
a a eT eee rere $2.00 


8304—Child’s, Same only Frolic 
Last. E, 8% to 11\%........$1.75 








ON EVERY HEEL 





ROBERTS, JOHNSON g RAND 


MANUFACTURERS Branch of International Shoe 


ST.LOUIS 


“Star Brand Shoe Are Better’’ 
They Cost Less Per Month 
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In Centers of Shoe Manufacture «+ ¢# ¢ 


MARKETS—STYLE DEVELOPMENTS—NEWS 


NEW YORK CITY 


Leaders in Present Selling 


Stock in the retail stores today is generally considered above 
the average. The light shades of kid, and of combinations of 
kid and buck, and kid and cloth are finding a great deal of 
favor and the demand for white is becoming increasingly active. 
A good many displays are being made of low cuts and in at 
least one of these styles sales are quite active. This is the plain 
seamless slipper with square throat, and which has been called 
the spat pump. These of course are sold for wearing with over- 
gaiters and quite a good deal of business is being done on them 
now and will unquestionably continue for some 
time. There is not as yet any great call for their 
low cut styles and the retail people seem to think 
that the boot business will continue quite late into 
the Spring season. 


Absorbs Finding House 


The Blog Finding Co. have announced the taking 
over of the business and stock of the International 
Shoe Supplies Co. of this city, and anticipate clear- 
ing out the entire stock by the first of May. This 
move by the Blog Co. it is said places it among the 
national findings houses of the country. 

The business will be conducted at the old establish- 
ment of the Blog Finding Co. Mr. Morris Blog 
who established the company in 1906 has been iden- 
tified with the findings business since the days of 
Carl H. Krieg by which concern he was em- 
ployed. That business which was succeeded 
by the House of Krieg, was in turn taken 
over by the International Shoe Sup- 
plies Co. and is now absorbed by the 
concern of which its earlier employee 
is the present head. 


A Successful Contest 


The contest for bicycles and other 
prizes that has been conducted over 
four states by Milton J. Meyer & 
Co. in the interests of their lines of 
children’s shoes has closed in some- 
what of a blaze of glory, and the 
fifty prizes including eight bicycles 
and many pairs of Monitor shoes have been awarded to school 
children in various sections. The contest has been running 
for several months throughout New York, Pennsylvania, Con- 
necticut and New Jersey, and was for the best composition deal- 
ing with the naval engagement of the Monitor and Merrimac. 
The judges were principals of three leading public schools of 
Greater New York and the awards were made by them. Over 
2500 essays were submitted in competition. 

A new contest will be started within the course of a short 
time and the subject for the essay which will also be historical 
in all probability will be selected by the teachers who constituted 
the Board of Judges of the contest just closed, this being done 
with the sanction of the Department of Education here. 


Big Increase 


An increase of business of one hundred per cent in February 
over the February of last year is the figure given by the Griffin 

















A NEW SPRING MODEL 


White kid quarter and black kid vamp, with 

toe perforation and imitation wing tip. 

Selected from the line of Carlisle Shoe Co., 
Carlisle, Pa. 


Manufacturing Co. for their sales of dressings. § The call for 
glazed kid creams and cleaners is particularly strong. 


A Representative Stitchdown 


The development of the stitchdown is well exemplified in the 
model of a storm boot now being offered for Fall by H. Jacob & 
Sons of this city. This school shoe for misses and children is a 
mahogany tan high cut lace, with a strapped cuff top, and 
made on a blutcher pattern. A special feature and one which 
it is stated is controlled exclusively by this house for stitchdown 
work is the use of the Keller-Rhoades treatment for sole stock. 
The Keller-Rhoades process is the use of linen thread stitch 
or plugs in something of a quilting pattern through the outsole 
of the shoe and designed to prolong 
the life of the sole. 


To Sell Big Trade 


James Smith, who has been 
representing Plant Brothers of Man- 
chester, N. H., has resigned that 
position and will be associated with 
the Thomas G. Plant Company 

_ New York store, and will call on the 
large trade of the Metropolitan dis- 
trict. Mr. Smith is well acquainted 
with the larger buyers of the city 
and is fully qualified to serve this 
class of the New York trade to ad- 
vantage. 

Married 


Edward P. Weaver, who is in 
charge of the men’s shoe and wom- 
en’s turn lines for Powell & 
Campbell, was married on March 
3rd to Miss Elsie E. Noe of Brooklyn. 
The wedding was a private one and 
was followed by a trip through the 
West. 

Mr. Weaver’s marriage came as 
quite a surprise to many of his 
friends in the shoe trade, all of 
whom are extending their felicita- 
tions. 

Newark News Notes 

Van Duyne & Kirby, for the past 
four years located in the Kinney 
Building, have removed to the ground floor of the Globe Build- 
ing, 800 Broad Street. : 

Clifford Marchbank has returned to Newark from Holyoke, 
Mass., where he has managed the R. H. Long store for the 
past two years. 

Call for Novelty Boots 

The trade is playing very strongly on gray, ivory, white in 
both kid and buck boots in the women’s lines upon which the 
Metropolitan Shoe Co. of this city specializes. Nat Weiss of 
the house looks for white to be good right through the season 
in boots as well as in low cuts, in fact he anticipates the bulk of 
their low cut business will be in the white lines. Mr. Weiss has 
recently returned from a week spent in the Eastern market and 
he says he found prices higher than ever and indications of even 
greater advances to come. 

As to styles he anticipates that the low heel models will be 
quite a factor in the season’s sales, although this does not 
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The 


Genuine 


The 


Genuine 


illiken 


REGISTERED 
IN U.S. PATENT OFFICE 


There Are Shoes And 
There Are Shoes But 





There’s Only One “Billiken” 


We stand for fair play and believe in fair competition; so does 
every good manufacturer of dependable merchandise. However, 
some unscrupulous manufacturers and some unscrupulous mer- 
chants are selling to the public gross and inferior imitations of 
our famous ‘‘Billiken’’ Shoes. 


We are the originators and sole owners of the “‘Billiken”’ shoe, and the 


name is duly copyrighted and registered by us. None but our duly 
authorized agents have the right to sell ‘‘Billiken” shoes, and we will 
prosecute to the fullest extent any infringement of the word “Billiken”’ 
as applied to shoes. The Supreme Court decisions are clear-cut and 
strict upon this subject. 


To be sure that you are getting the genuine “Billiken’’ see that the 
words “‘Billiken’”’ “‘Registered in U.S. Patent Office’ are stamped on 
the sole of every shoe. 


Write or Wire for our ‘“‘Billiken” 
Proposition or Salesman Today 
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Makers of “‘Billiken’—America’s 
Most Successful Shoe for Children 


St. Louis, Mo. 




















March 24, 1917 


mean that there will be any material falling off in the 
popularity of the Louis types. F 


PHILADELPHIA 


Shoe Travelers’ Association Meets 


The Philadelphia Shoe Travelers’ Association met at Hotel 
Bingham, Saturday, March 10th. 

Following an address by Dr. Schook, Pastor of the Church of 
the Advocate of Germantown, Mr. Overfield, chairman of the 
membership committee, outlined plans to give every eligible 
in the city an opportunity to join the organization. The case 
of a prospect who is already a member of another organization 
who wishes to retain his affiliation with that organization and 
still wishes to become a member of the Philadelphia body but 
without having to pay a per capita tax to the National from 
both organizations was brought up, and it was moved that 
this matter be taken up with the officers of the National for 
ruling in this connection. 

A communication was read from the Boot and Shoe Travelers’ 
Association of New York stating that their annual outing will 
be held on July 12th and it was thought that probably a delega- 
tion of the Philadelphia association could be made up to attend 
this. Gilbert Nahm of Nahm Brothers, C. B. Bingham of Smaltz 
Goodwin Company, Harry Halperin of the Harrisburg Shoe 
Company and Louis D. Ziegler, Jr. of Ziegler Brothers were 
elected to membership in the Association. 


For Now and Fall 


The advance business With W. T. Holmes Co. now coming in 
is chiefly on black staple goods. The shoes that are wanted 
for immediate use are chiefly of boots in ivory, gray and white 
in combinations, both kid, and kid with cloth tops in both the 
welt and turn lines. 

In the novelty lines the brown and dark gray colored goods 
seem to be the sorts that the men think will prove most popular 
and some light colors are also being shown. There are also 
many cloth tops in the Fall line. 


Features of a Fall Line 


The salesmen of the factory of Ziegler Brothers have now 
started out on their territories with their lines of samples for 
the Fall season. Six new lasts are shown in the line, mostly 
having as characteristics narrow toes, recede lasts and two of 
them are made also on long vamp narrow lines carrying a 10-8 
and 12-8heel. The average height of the Fall boots is from 714 
to 9 inches, with a greater number running around 8 and 84. 
Circular vamp and full foxed patterns and half square and 
square fronts are features of the Fall line. They are featuring 
among other things a blucher pattern made 8}4 inches high 
with the top of cloth and vamp of kid. A large number of com- 
binations are being sold in which gray predominates and there 
are some newer colors also. Cloth, kid and buck are all being 
used for topping and there is a very strong showing of patent 
vamps. In heels there are quite a number of high cuban and 
spike models in the leather heels and of course a strong showing 
of covered Louis. 

Colors in Low Cuts 


The shipment of novelty styles particularly suited to the pre- 
Easter business have kept the people of Laird, Schober & Co. 
very busy for quite a while back and Mr. McKeon of that 
concern said that they are making very good progress in this 
direction. The goods called for are in both boot and low cut 
styles. Pump and seamless slippers in colored kid, buck and 
ooze stocks are very prominent features in the orders that are 
going out. Ivory, champagne, medium, and dark gray seem 
to be the leading shades wanted in these goods. In buck stocks 
these same colors are being called for and sometimes in com- 
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bination with kid of the same or harmonizing shades. The 
samples for the coming Fall at least in the staple lines are ready 
and Fall orders in this class of goods have been taken. These 
mostly call for lace boots with long foreparts and Louis heels. 
They are finding there is some call for cloth tops in this con- 
nection. With many buyers now visiting the factory, the sales- 
men are not likely to get out on their territories for Fall business 
much before the middle of the coming month. 


CINCINNATI 


Higher Fall Prices Rule 


The local boot and shoe trade is swinging into selling action 
for Fall and Winter footwear, with probably half of the traveling 
salesmen representing this market now on their territories and 
the other half preparing to be out after advance orders within 
this and the coming week. The men now in their territories 
have hardly had time thus far to get an accurate line on the 
buying attitude of the shoe merchants, whether they will ‘buy 
liberally or whether they have a surplus of stocks still on hand 
from their liberal buying of a year ago for last Fall and the 
Winter season now closing. Wholesale prices being quoted to 
shoe merchants on the line of samples for Fall footwear now 
being used for soliciting advance orders are much in advance of 
those of a year ago. Rising prices creates a shopping desire. 
But the shoe dealers are finding the prices quoted on Fall foot- 
wear practically the same from all the shoe manufacturers in the 
same grades. 

Buying off 25 Per Cent 


Reports received by the shoe manufacturers from their sales- 
men who have been out for two weeks or more indicate a prob- 
able purchasing power twenty-five per cent under that of a 
year ago. Stating it the other way round, the shoe dealers 
last year bought twenty-five per cent in excess of their require- 
ments due to the rising market. While the Fall and Winter 
retail selling ‘season has been good in all shoe stores, either 
the consumer has not bought up all the shoes which the shoe 
dealers bought in anticipating his desires, or the dealers are 
succeeding in making the shoe traveling salesmen believe they 
still have on their shelves a surplus of shoes left over from the 
season just ending which will be carried over and offered at 
retail next Fall and Winter, using this argument of having 
overbought in the hope of bearing the market for more favorable 
prices. 

Shoe Manufacturers’ Problems 


The manufacturers are themselves having to deal with a 
higher market of shoe materials in figuring their wholesale prices. 
The leather dealers from whom the shoe manufacturers buy their 
supplies are, in the words of the President of the National Boot 
and Shoe Manufacturers’ Association “well organized’? and 
accordingly are able to eliminate price competition of a character 
that would affect the market. Therefore, prices quoted on 
footwear that will be made up and delivered for next Fall selling 
season are likely to run uniform to all manufacturers according 
to the particular grades they deal in. 


Style in This Market 


The next two months will see several new and striking boot 
patterns and styles on the market. Little opportunity is going 
to be offered the shoe dealers who cater to the stylefulness of 
womankind to get into ruts so far as shoe styles are concerned. 
Some of the shoes that will be worn this Spring and Summer 
will show ingenuity in replacing leather with cloth and fabrics. 
The frequency with which the shoe associations are boosting 
style shows at their annual gatherings and the number of such 
style shows that have been held this year makes it certain 
that the stylefulness of women’s footgear is going to be kept in 
the forefront from now on in a way never before equaled in this 
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Staple and Feature 
FOOTWEAR 


that will make a good 


PROFIT 


FOR YOU === 








8002 White Kid (Seamless) 8 inch 
Welt, White Covered Heel... . $6.50 
8007 White Kid (3-4 Foxed) 9 inch 
Welt, Enameled Sole and Heel. . $6.00 


8006 White Nubuck (Seamless) 9 
inch Welt, White Enameled Sole and 
Ba hh ek PRRICOLE Sie 5 $5.00 








They are ready for 
immediate shipment 


TODAY 


8003 White Ostend 8 inch Welt, 
White Nubuck Tip and Saddle 
Strap, B, C, D, 2% to 7....$3.25 


HARRY M. HUSK SHOE CO. 


327 W. MONROE ST., CHICAGO 
Minneapolis, Minn., 404 Boston Block, Milwaukee, Wis., 212 Caswell Block 
Kansas City, Mo., 538 Ridge Building 
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country and that style is going to play a bigger part than ever 
in the merchandising of footwear. 


Retail Trade Tendencies 


One feature that has commanded the attention of those in 
the local shoe circles is the exceptionally small number of cut 
price sales held this year. There have been in some instances 
sales merely to clean out the odds and ends, and those only 
lasting for one week. 

Spring styles are beginning to appear in the show windows, 
and the merchants report that they are moving well. 

More two-tone shoes are being sold in this market in men’s 
footwear according to a number of the local retail managers. 
Heretofore the sale of men’s shoes has consisted almost entirely 
of plain conservative styles. But now it is being noticed that 
two color browns and blacks and grays are becoming much more 
in demand. 

Notes 


Henry Hagemann reports very good returns for the Shoe 
Mutual Fire Insurance Co. as a result of the recent convention 
at Toledo. 

In the jobbing circles of the local shoe trade there is a general 
complaint that it is hard to get the goods, which of course is 
due to the shipping conditions throughout the country. 


ST. LOUIS 


In Retail Stores 


Local shoe stores have about concluded their clearance sales 
and are putting more energy into the sale of seasonable goods. 
This is expected to increase from now on with the approach 
of Easter, particularly as the possibilities or really severe weather 
have now passed and progress into Spring may be regarded as 
definitely established. Merchants generally report the trade 
buying freely of the new seasons good and that the outlook for 
a late boot season is very good, the low footwear, pumps, ox- 
fords, etc., coming late, probably not until the really warm 
weather of June and July is upon us. The style tendencies 
remain as they have been reported in the past, with tasteful 
footwear being the center of the demand and the colors neces- 
sarily responding to taste and to costume requirements. There 
is some slight tendency toward the increase in the demand for 
fabric tops previously reported and with this call is something 
more of demand for button footwear. 


Ad Manager Becomes Vice-President 


Roy E. Tilles, who left the Stix, Baer & Fuller Dry Goods 
Company’s shoe department to become treasurer of the Lindell 
Dry Goods Company, another department store, has been re- 
elected to the treasurership. A new office created at the elec- 
tion was that of vice-president in charge of sales which was 
given to D. E. Levy, advertising manager for the store, who is 
also a recruit from the Stix, Baer & Fuller store. The Lindell 
is increasing its volume of sales under the new management very 
rapidly. 

R. & H. Men Back on Road 


The sales force of the Rice & Hutchins St. Louis Shoe Com- 
pany, one of the very last to visit headquarters to get the late 
samples, has returned to the road after a short stay. The 
company has also just completed the preparation of its new 
season’s catalogue which is being mailed to the trade and covers 
the lines carried by this western representative of the big Boston 
house. 

‘Executives Back at Desks 


The Winter vacation season is about over and most of the 
shoe executives who have been away are back at their desks. 
C. D. P. Hamilton of the International’s leather buying depart- 


ment is back from a month in Florida. Theo. R. Samuels has 
returned from a trip to the coast with his wife and is busy with 
the Spring operations of the Samuels Shoe Company. Others 
of the trade have also started in to clearing their desks of ac- 
cumulated business developed during their absences. 


D. P. Wohl to Marry 


David P. Wohl, well known to the Western shoe trade, es- 
pecially in the central section where he traveled for years will 
be married March 25th at Chillicothe, Mo., to Miss Carlyn 
Hartmann, after which 
the bridal couple will 
take a short honey- 
moon at_ Excelsior 
Spring, Mo., and will 
be at home in St. Louis 
after the middle of 
April. Mr. Wohl, who 
left the road to be- 
come a partner in the 
Fox-Wohl Shoe Com- 
vany, is now engaged 

‘ business for himself, 
having left the part- 
nership some months 
ago for his present 
venture. 


Lindell Footwear De- 
partment Enlarged 


The footwear de- 
partment of the Lin- 
dell store which was 
recently moved to the 
first floor has been 
considerably enlarged 
and re-arranged according to the ideas of Manager N. H. Robin- 
son, who has also had the benefit of the experience of Roy E. 
Tilles, treasurer of the store and long in the shoe business with 
his former connection before he acquired an interest in the 
Lindell. The department presents now a much more attractive 
appearance and is also more readily available to the trade. 


CHICAGO 


Retail Trade Features 





DAVID P. WOHL 


The continuous change of weather developed to such an 
extent this past week that it made many alterations in the 
regular routine of the shoe business. The big demand for 
novelties slackened up to a certain extent, while merchants 
were looking in all crooks and corners for most any kind of 
rubbers to protect the dainty feet of Dame Fashion. 


Full quarters still seem to predominate in pleasing two tone 
combinations, and cloth tops of various kinds of material are 
being shown very extensively by all large department stores. 
The champagne vamp with the yellow upper and covered heel 
is one that is in great demand. c 

F. E. Foster & Co. have devoted one entire window to display 
their various Spring styles in white shoes, feeling that there is a 
strong demand for this type. 


Travelers in Market 


One of the indications of the Chicago market showing its usual 
Spring selling activity is shown by the large number of arrivals 
of shoe travelers and shoe dealers who are registered at the La 
Salle Hotel. Special shoe racks for each sample room, plus 
the efficiency of the hotel is a factor in the number registering 
there during the month of March. 











( YO) 

3 
& 
% 
2 


CRCIENCISIC ICI tetete te te tele teictetelere Ietetetet 


reretetereteneteteteteictc te teteteretate 


ClCICte 





ee 








ThisWay Rupee 
Shoes for Misses and Children. Buy No 





1788— og ee Polar We 


“Jack Frost’’ 3-4 Foxed 


Bals, Fel 
. om ring Heel 
Sizes. . oe - +. $1.35 
8%- iii: . 155 
Low Heel 
ee 12-2 -$1.90 
-_ %-5 2.25 





1789—Child’s White Polar Weave 
ton, Felt Sole Welt. 


BG cen ccctkcs ce ddkeanaal GT ak eeedn onto 


“Jack Frost” 3-4 Foxed But- 


No Heel 
. 91.15 


A big 





i Light, c 


national advertis 


to be launched on this 


you want to be 


prepared to 


cloth in the uppers of these s 
are expressly made of felt. 
pecially with an eye to co 
style, fitting qualities, and 
something to marvel at. Th 
making a hit with your 


In Stock? Certainly! M 





a oy White Polar Weave 


“Jack Frost’ Mary Jane, 


White F 
No Heel 
ee Pee Sh AER, Se eee $1.10 
Spring Heel 

Bis nines easecven ahaa en nals. worked eke cae $1.20 
ns D6 s bovpiahsepésd ouue 1.30 
| “suena 86 Ree eee Rte acid-d:n.d wuld ated baked 1.50 
re Sn eee 2%-5 .... 1.75 


Me Elwain- Deseo: po 


“Better Shoes at the Same Price, or the 


PR” 2) 





2 VRQ QURYUYIVUUVIUMUMAVWIAWL QrOre WOVOLO?T ODIO DY OVOVOVO VO? Oy TODYOYODVOIDIDIDVOVODVOIOIDVOVOVOVOIOIOIDIDIDIOVv LOVOIOLOLOVOVO IOP’ 
BOG 


oS | ete 





Ee 











March 24,1917 “THE GREAT NATIONAL SHOE WEEKLY” 83 





Bs 
Ulool, Flexible, Dainty Summer 
'0|w! Buy Freely! Buy Some of All Shown! 


1S\ing campaign is about 
5 |“Jack Frost” line and 
to) reap the benefit of it. The 
S| hoes is of special weave. Soles 
Lasts have been modeled es- 
CO! mfort and appearance. The 
1 |flexibility of these shoes is 
‘D\ere’s no doubt about their 


1789—Child’s White Polar Weave “Jack Frost” 34 Foxed, ES 

ra e. Button, Felt Sole Welt. Ee 
Spring Heel Oe) 

oo sical $1.35 oy 

= cee Sams ee 5 1.55 Ga) 


M ail Your Order Today _ eereanerenert:-<-iaerrera te. E 
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| Co., Kamens City, Missouri : 


Same Shoes at a Lower Price, Always’’ 
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PRICE LIST 





Stock No. B171—Gun Metal Side Bal, Mazda Last $4.50 


Stock No. seeadianias: Brown Side Bal, Mazda 
Stock No. B173—Gun Metal Side Bal, Piedmont 


4.50 


Last, Neolin Sole.......... 4.25 

Stock No. B174—Cocoa Brown Side Bal, Piedmont 
Last, Neolin Sole.......... 4.25 

Stock No. B201—Gun Metal Side, Oxford, Myopia 
Last, Neolin Sole.......... 4.00 

Stock No. B202—Cocoa Brown Side Oxford, Myo- 
pia Last, Neolin Sole...... 4.00 
Stock No. a So Calf Bal, Myopia on 
Stock No. B117—Gun Metal Calf Bal, Myopia Last 5.25 

Stock No. eee ~ F Russia Calf Bal, Myo- 
A ay 5.50 

Stock No. B137—Gun Metal Calf Bal, Cust. Arch 
ENR SET Y 5.50 

Stock No. B145—Black Kid aan Wide Arch 
NO... cvalak wonton bualee 5.50 

Stock No. B149—Black Kid Blucher, Hobo Last, 
Seer re 5.50 

Stock No. B147—Black - Blucher, Cornacure 
EE I Eee Se 5.00 

Stock No. B151—Patent Kia Dancing Tie, Pump 
NE iret oan ack ais ak i are ae 4.00 

Stock No. B1L08—Gun Metal Side Button, Goinsum 
EEO SAO 4.50 

Stock No. B109—Gun Metal Side Blucher, Goinsum 
DG focuxt + wae aerate 4.50 

















The Deciding Factors in 
a Sale of “Just Wright’’ 


Shoes Are Style and 
Workmanship 


A shoe that gets your cus- 
tomer on these points will get 
them on price. 
shoes, once started, advertise 
themselves. Every wearer will 


be a booster of your game. 








Stock No. B117. Myopia Last, Gun Metal 
College Bal., Serewed Weal Sizes, A AA, 7 to 
1l; a 6 to 11; B and C, Stoll: D, 5 to 10, 
$5.25 


Stock No. B118. Same style in Cocoa Brown 
Calf, $5.50. 

Stock No. B116. Same style in Mahogany 
Russia Calf, $5.50. 


E. T. WRIGHT{£& COMPANY, Inc. 


FACTORY, ROCKLAND, 


CHICAGO OFFICE 
1400 Great Northern Building 


BOSTON OFFICE 
188 Essex Street 


NEW YORK OFFICE 
Marbridge Building 


MASS. 


SAN FRANCISCO OFFICE — 
321 Pacific Building 


“Just Wright” | 
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Chicagoans at Indianapolis 


Among the Chicagoans visiting the Indiana Convention the 
past week were Dr. Wm. Scholl and Wm. Mitchell of the Scholl 
Mfg. Co.; Sandberg, the Hoosier heavyweight of J. P. Smith & 
Co., and Mr. C. S. Brown of the Arrow-Smith Co. 


Showing Brown Line 


George Bull, style man for the Brown Shoe Co., has been in 
town this past week with a special line, which is on display at 
the La Salle Hotel. 


Visiting Buyers in Chicago 


Mr. P. N. Marks of Dixon, IIl., leading merchant of that city, 
who spent the past week in Chicago, placing orders, some for 
immediate delivery, others for his Fall merchandise, says that 
although the prices are high, the people in his town are becoming 
educated to the fact that it is better logic to buy a good shoe 
than a poor one, and that he is having no trouble in selling 
$10.00, $12.00, and $14.00 shoes in that small town. 


LYNN 


Styles for Fall 


Lynn’s idea for October specialties is shaping up. So far it 
looks about as follows:— 

Longer toes and higher heels. 

Darker leathers and fabrics too. 

A continued run on white goods. 

A possibility of patent leather vamps and cloth tops. 

Patterns more delicately lined than ever. 

Edges lighter and finer, and the whole shoe more lady like. 

Boots eight and nine inches high, and some a little higher, 
none lower. 

Further development of sport boots. 

The barrel boots, now in elementary stages, a possible feature. 

Fancy stitching of uppers, fancy lifts in heels, fancy welting, 
and other like effects, for the refinement of women’s footwear. 


Four Inch Vamps, Two and One-Half Inch Heels 


Says Mr. Wood, designer for Thomas W. Gardiner & Sons, 
Lynn last makers: 


“The tendency to refine and further beautify women’s foot- 
wear continues active. As for the part of lasts in this matter, 
the toes of lasts are being drawn out, to make vamps four inches 
long, and the heels are being raised to correspond. Heels for 
both street boots and dress boots will be of 214 and 2% inches 
in height. The long slender forepart and the high heels go 
together, or, as some say, are in harmony. 


“Heels of wood, of the slender Louis style, give ehauoes to 
shoes, in both looks and weight. Experiments are being made 
with the barrel style forepart. One must watch closely the fit- 
ting qualities of this style. But that is true of all new style 
lasts. 

“Edges of soles are trimmed closer and thinner than ever. 
Indeed, all over good style shoes is evident aa qualities of 
lightness and fineness.”’ 


The Wonder of White Footwear 


Thomas Welch, sales manager of the Welch Shoe Co., remarks: 

“‘White footwear is in greater demand than ever. Sales of it 
for Fall will be large, and the fashion of it will run right through 
the Winter. 

“It’s a wonder how popular is white footwear among women. 
Only a few years ago, black shoes were staple, and white shoes 
were a luxury, for Summer only. Now white shoes are a staple 
‘for, Summer, and are becoming an all the year round luxury. 

“‘Perhaps it is because white shoes are so easy to keep clean, 
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in the home as well as in the factory, that they are so commonly 
worn. It is easy for a woman to whiten white shoes. But you 
never hear of a woman blacking shoes, except when a college 
girl tries the stunt of raising money by blacking the boots of her 
college chums. 

“They tell me, by the way, that more white blacking than 
black blacking is now sold to manufacturers of Lynn, for finishing 
edges of heels and soles. That’s a sign that the production of 
white shoes is larger than of black shoes.” 


How Patterns Promote Sales 


Said the pattern maker, Mr. Reando, of Reando & Stone: 

“Perhaps the quickest way to show you the new importance 
of patterns is to tell you the story of the man who won out on 
patterns. 


“A salesman, with some new and very excellent ideas of pat- 
terns, got a Lynn manufacturer to brighten up his line with 
some very snappy patterns. 

“The manufacturer made up 100 samples, presenting the new 
patterns, the salesman took them among buyers, and in ten days 
he had orders enough to turn a dull factory into a full capacity 
factory, and then he came in from the road. 

“We'll tell you the name of this salesman, and you can go 
and see him. The “Recorder” man did, and found the story 
was 80.” 

Finer and Higher? 


Mr. Giles, of Donovan & Giles, says:— 

“Boots for Fall are to be finer, without doubt, and they may 
also be higher? The bulk of our Fall orders, already booked, 
call for boots of leather and fabric, eight and nine inches high. 
But we also have inquiries about ten inch boots, and they may 
sell among people who wish different from the. ordinary. 

“The high tops are providing opportunity for fancy stitching, 
inlaying, overlapping and like decoration. The new fashions, 
you observe, call for the most skillful shoemaking, just as 
painting a portrait calls for greater skill than does whitewashing 
a fence. 

Varieties Numerous and Unusual 


A “‘Recorder’’ representative spent a few minutes with Clarence 
Richardson, at the L. B. Evans factory, Wakefield, the other 
day, and observed as large and numerous a variety of shoes as 
he has seen under one roof for many a day. 

Among them were many sorts of shoes, ranging from first step 
ankle ties for children to slippers for old folks. An ankle tie, 
of white kid leather, was made over a new English walking last, 
a novelty design for little folks. A slipper, the like of which 
the “‘Recorder’’ representative has not seen before, had a tan kid 
upper, cut the Romeo height, a tan gore, and a fibre sole, of 
medium weight and a rubber heel. Mr. Richardson explained 
this sort of slipper is worn out of doors in the South. Hence the 
stout sole. 

In addition to these shoes, there were some fine and dandy 
white kid pumps, with French heels, real Louis. In all, there 
were more than 150 types of shoes, testifying to the tendency 
to make shoes for the particular requirement of each individual. 

In the stock department were about 100,000 pairs of shoes, of 
120 varieties. 

Mr. Evans remarked, by the way, that he enjoyed very much 
his trip West with the ‘‘Recorder” pilgrimage, and that he will 
be glad to make a similar trip another year. ) 


Eighty Per Cent Up Are Fabric Topped 


Frederic Allen, of Allen, Foster & Bridgeo, offers his factory 
figures, showing that some days 80 per cent of the factory pro- © 
duction is made up of fabric top boots, and on a few days it . 
runs as high as 90 per cent. i} 

Mr. Goller, home from a short trip, fetched orders for 48,000 © 
pairs of fabric top boots. 
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for Women | 





Slippers 







Boots | 


Distinctiveness of costume is the great 
feature of, women’s dress. Our shoe styles 
show a cleverness in creation which makes 
them match up nicely with the dress fash- 
ions now in vogue. There are opportunities | 
for big things in the C & R line for you. 


CHESLEY & RUGG . 


Men’s and Women’s Turn ‘Slippers 
HAVERHILL 


New York Office: W. B. Wynns, Marbridge Bldg., 34th and Broadway 


MASS. , 


Boston Office: 89 Bedford Street 
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BROCKTON 


Keeps the Toe Off the Ground 


A variation in city type last for men’s shoes is shown in T. D 
Barry Company’s Fall line. This shape, named Ramrod, is an ex- 
treme narrow recede toe with flat tread and a wall side effect. 
It carries an 8-8 heel. A slight spring lifts the toe sufficiently 
to eliminate any. “‘drag’’ at that point. This last is shown to 
good advantage in a whole quarter bal with double rows of vamp, 
stay and quarter stitching in orange silk; also in an ivory calf 
bal with black cloth top and invisible eyelets. 


English and Conservative Types 


Other new lasts include: Indiana, a medium narrow recede toe 
of the conservative English type, with flat tread and carrying a 
10-8 heel; Composite, a combination shape with medium width 
toe and carrying 9-8 heel; Breslin, a modern London toe, carrying 
8-8 heel; Columbia, a medium toe, carrying a 9-8 heel. 


Darker Shades and Plainer Patterns 


Colored calf and Cordovan in the Barry line run in darker 
shades in matched and two-tone effects; the latter with dark 
vamps and medium tan tops. Buck and cloth tops in com- 
bination with gun metal and tan vamps are shown in consider- 
able variety. Patterns are mostly plain, with few wing tips 
or fancy perforations. Waterproof shoes are represented by 
Norwegian calf, a heavy stock, made up with rubber welts. 
Fibre soles are largely represented in the line. There are the 
usual novelties in fancy cloth tops, which brighten the corner 
where they are and make attractive show shoes for a merchant’s 
window. All salesmen are now out with the Barry samples. 


Exhibition of Army Shoes 


Baker Brothers, retail shoe merchants in this city, have made 
as a feature of their window display the past week, samples of 
army shoes which are being produced by Jos. M. Herman Com- 
pany for the United States Government. The setting is ap- 
propriately patriotic with a background of the national colors 
and along the line which many merchants are adopting as a 
means of emphasizing the preparedness idea to their customers 
and the public in general. 


New Lasts and Patterns 


Salesmen representing Howard & Foster Company are now 
in their respective territories with the H & F Fall line. Five 
new lasts and a variety of new patterns are included in the line 
for the coming season. The same efficient salesmen that have 
been for many years connected with this line will continue their 
work the coming season. 


Chicago Office and Sample Room 


Condon Bros. & Co., shoe manufacturers of this city, have a 
Chicago office and sample room at 410 Security Building, Madi- 
son Street and Fifth Avenue, where the new Fall samples are 
now being shown. All the salesmen representing this house are 
on the road with the new line. A recent departure was John 
J. Whalen who covers Pennsylvania and Maryland, including 
the cities of Baltimore, Washington, Philadelphia and Pitts- 
burgh. In addition to his representation of Condon Bros. & 
Company he enjoys the title of vice-president of the Pennsylvania 
Shoe Salesmen’s Association. In this latter capacity, “Jake” 
will attend the semi-annual banquet of the association in Pitts- 
burgh about the middle of April. 


City and Staple Lasts 


In the Fall line of men’s shoes, being shown by the Brockton 
Co-operative Boot and Shoe Company, are four new lasts; 
Back Bay, a city style; Plattsburg, a walking shoe type; Colon, 
a staple toe; and Dartmouth, a pointed toe shape.. The darker. 


shades of colored leather and two-tone effects, with a good 
showing of buck and cloth tops are features of the line. The 
same.corps of salesmen which has represented this house for 
several years, is now out with the Fall samples. 


HAVERHILL 


Women’s White Canvas Footwear 
More white canvas boots and pumps will be produced in 
Haverhill during the next few months than at any time in 
local trade history. Although this material has shown a sharp 
advance, yet as compared with leather, the higher cost is in- 
considerable. The fact that a yard of white canvas shows very 
little waste in cutting is of great advantage to the manufacturer. 


A member of the local trade in speaking of this large produc- 


tion of canvas footwear said: ‘‘The fact that sixty pairs of 
women’s low cut shoes can be produced from thirteen yards of 
canvas proves the economy of cutting this material as com- 
pared with the same number of pairs cut from leather.” 


Additional Factory Space Needed 
There is a loud call in Haverhill for additional shoe manu- 
facturing facilities. The present available factory space is 
entirely inadequate to the demands. The needs of new con- 
cerns manufacturing footwear and others already established 
which desiring to expand, have brought about the present 
condition. Practically all factory space in Haverhill is occupied. 


New Building in Contemplation 

The Haverhill Building Trust, which has constructed three 
large cement buildings now occupied by numerous Haverhill 
shoe manufacturing concerns, is prepared to build a fourth cement 
factory on land adjoining the railroad tracks. Plans are already 
drawn and it is now only a question of securing a sufficient num- 
ber of leases in advance to assure the new building. Mayor L. 
K. Morse, who is agent for the Burgess-Lang Company, has the 
names of several concerns which will lease floor space in the 
new building. Before the end of ‘the present Summer con- 
struction will doubtless be underway. 

Investigating Haverhill Factories — 

Harry G. Johnson, secretary of the Malden Board of Trade, 
was a recent visitor in Haverhill. He came to confer with 
Secretary Casey of the. Haverhill Chamber of Commerce in 
reference to the construction of the cement shoe factories which 
have been built in Haverhill. He wished to obtain information 
as to the origin of the plans for these buildings, the methods of 
raising money for their construction and other details. Secre- 
tary Casey supplied the desired information. Later, Haverhill, 
will be visited by a delegation from Malden and the factories 
of this city, especially the modern structures, will be visited and 
inspected. 

Shoe Factory Shown by Railroad 

An interesting feature of a dining car menu card issued by 
the Boston & Maine Railroad, is a half-tone photograph be- 
neath which are the words, “‘Haverhill’s River Front, Beauty 
and Industry Meet.”’ There is shown a view of the Merrimac 
river, also an excellent picture of the Emery & Marshall Com- 
pany’s factory, while in the background are seen some of Haver- 
hill’s mercantile and industrial structures. In the information 
given in connection with the picture is the statement that 
Haverhill produces 23,000,000 pairs of shoes each year, employs 
17,000 persons in the process and since 1901, has averaged to 
build two modern shoe factories a ‘year. 

Orlando N. Dana, representing Emery & Marshall Company, 
who has been at the factory in Haverhill during the past few 
weeks preparing his new samples of E & M turns and welts, 
started this week to call on his trade in the large cities. Mr; 


Dana during the next few weeks will visit Philadelphia, Balti: 


more, Washington, Pittsburgh, Cleveland, Chicago and Buffalo, 
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No Conscription Needed for 
the Beacon Line of Men’s and 


Boys’ Goodyear Welt Shoes 


The Beacon Sole Agency proposition is 
too interesting a one from a profit view- 
point to need anything more than a 
thorough explanation and a careful ex- 
amination of the shoes themselves. 
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Forty salesmen are now on their respec- 
tive territories with the Beacon line for 
the coming season. Any of these men 
can explain to you what the Beacon 
Agency means--how it has 
helped over five thousand shoe 
dealers to make more money. 


WRITE US 
ONLY DO IT TODAY 
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= Ligh Grade Shoe e) 




















A NEW WHITMAN SPECIAL SHOE IN STOCK 
Stock No. 62 
Black Vici Kid Blucher, Whole Quarter, Twelve Iron Sole, Stetson Toe, 


Whitman Last No. 14, 8/8 Inch Heel. Sizes: 8 to 11, AA; 7 toll, A and B; 
6 to ll, C and D; 5 to ll, E. 


FINE SHOES FOR MEN 


Whitman & Keith Company 


Designers and Makers of Men’s Fine Shoes 


Brockton, Mass. 


Boston New York Chicago San Francisco 
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thence to New York City. He is now occupying his new office 
and sample rooms at 47 West 35th Street. 


A Military Shoe Man 


Capt. Everett Perlberg of New York City, who conducts a 
chain of retail shoe stores in Greater New York, was a visitor 
in Haverhill last week. Captain Perlberg is a member of the 
York State National Guard and saw service last Summer on the 
Mexican border. 


An Interesting Patent 


A new wood heel retaining clamp has been patented 
by W. H. Rommel of Carlisle, Pa., and is said to 
possess many advantages over the old style clamp, 











chief of which is, that it does away with- breaking 
down the edge of the top lift, thereby destroying the 
beauty of the heel to a great extent. Again it is 
understood to bring the pressure to bear at the 
proper angle to force the heel against the breast of 
the sole, thereby making a good close joint. It also 
gives a direct pressure at the back of the heel seat 
and forces the heel down solid, which cannot usually 
be done with the old-style clamp; it is simple to 
operate and can be used either on the lap or on a 
pin attached to the bench or on a lasting jack; these 
features should make it a very valuable addition to 
the equipment of manufacturers of shoes with wood 
heels. 

Mr. Rommel is a foreman in the plant of the 
Lindner Shoe Co. of Carlisle, Pa. 


The United States Rubber Co. has published for 
the use of retail dealers, a very attractive set of cut- 
outs and show cards for window display to advertise 
“‘Keds,”’ which is this company’s trade name for its 
rubber soled canvas shoes. There are various 
standing window cards, of a novel shape, and a 
sectional cut-out to stretch across the entire length 
of the window, this latter being already gummed so 
it may be attached to the glass securely. 
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Shoe Trade Publicity in Motors 


They are a little large for Cinderella or Mrs. Thumb, but not 
a bit too big for the purpose to which they are put, are the 
shoes shown, mounted in the chassis of commercial cars. 





., T. J. Carey is a progressive Philadelphian shoe merchant and 
in speaking of his “‘stunt’”’ he says,—‘‘the shoe is made of sheet 
steel. A door at the heel of the shoe enables me to carry as 
many as a hundred pairs of shoes at a time. Aside from its 
great value as a means of advertising, the truck has proven 
itself a wonderful help to my business. 

The picture showing the J. W. & A. P. Howard & Co. Ltd., 
shoe which was at the Toledo Convention of the Ohio Retail] 
Shoe Dealers’ Association, doing good publicity work, is now in 
New York City, which is the next city in a list of many, to be 
ineluded in an unique advertising campaign. 

In both these pictures, the possibilities of commercial motor 
cars in promoting sales, as well as facilitating delivery of mer- 








Ff 
> 


\< 
chandise is graphically revealed, and goes far toward substan- 
tiating the belief often expressed that motors are more and 
more coming into operation as the most efficient —— 
for shoe store delivery service. 


New Shoe Stores 
Lewis M. Camp, Hartford, Conn. 
Crockett’s, Topeka, Kas., shoe department. 
Wener & Belson, 134 Broadway, Chelsea, Mass. 


Sutherland Vailey, Russellville, Ark, shoe department, about 
to commence business. 


Scruggs & Mitchell, Sweetwater, Tenn., shoe department, 
about to commence business. 


Wolfram Footwear Co. (C. A. Wolfram, Proprietor), 1117 
Euclid Ave., , Cleveland, Ohio, about to commence busi- 
ness. 
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36 Styles Ready- 
to-Ship — 


have you your copy 
of our Spring 
Catalogue 
illustrating 














Konqueror Shoes for men are 
beyond all question of doubt 
the right shoes for you to sell. 


They will please nine out of 
ten men. Appearances are satisfy- 
ing, fitting qualities fine and for wear-- 
well they are all to the good on wear 
too. When selling ‘‘Konqueror”’ 
shoes you have our large stock de- 
partment to draw on at a moment’s 
notice. This gives you every advan- 
tage of our big assortment of styles. 
With our quick delivery service it is 
just like having the same goods in 
your store. Spring and Summer styles 
now ready to ship. 


The Preston B. Keith Shoe Co. 


Brockton (Campello Station), Mass. 











Lieb Shoe Fitting Mirror 


that sells shoes 


to your particular customers 


& 


every piece. 

















This is the mirror, pronounced by every 
shoe dealer who has used one, as the most 
practical shoe fitting mirror made. 


It shows the shoe to better advantage than 
the horizontal mirror, and brings out clearly 
to your customer all the fine lines of the 
boot, oxford, pump or slipper being fitted. 


Made in oak, any color, or mahogany; or 
made to match your fixtures, without addi- 
tional charge. Made with French beveled 


plate mirror 
122 
STRONG and DURABLE 


We manufacture for the shoe store 


Chairs, Settees, Center Divans, Portable Screens, 
Fitting Stools, Wrapping Tables, Children’s Chairs, 


Sich 


Statuary, Electric Fixtures 


—Write for Catalog— 


No. 4095—Shoe Store Mirror 
Lett THE C. F. STREIT MFG. CO. 
1047 Kenner St. - - CINCINNATI, OHIO 


On every piece 





On every piece. 











March 24,1917 “THE GREAT NATIONAL SHOE WEEKLY” 93 








La 
ml 
Ps RE 
fiom 
ee 
eee 
end 





CHARACTER 


WE build our footwear knowing that character in shoes is as 
necessary as character in man. 


You have the privilege of inspecting samples of such shoes without 
any obligations. 


They're ‘In-Stock’ awaiting your request. 


Diamond HhwEC- 


196 CHURCH STREET 
AT DUANE 
NEW YORK, N.Y. 
PITTSBURGH OFFICE, 302 Lyceum Bldg. CHICAGO OFFICE, Lees Bldg. 


PHILADELPHIA OFFICE, 406 Central Trust Bldg. DETROIT OFFICE, 213 Bowles Bldg. 
Baltimore, Md.—MR. M. B. GRUBER, 317 No. Howard St. 
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EASTER STYLES 


Ready for Immediate — 


te These are snappy New York styles in just the right 
. pattern, last, color and material. They are the shoes 
: that five out of five of the women who come to your 


store want for Easter wear. And we can ship your 
order the day we receive it. 








‘| 


4 





4892 Silver Gray Kid, 84-in. 4894 White Washable Kid, 
Height, Covered Half Louis Covered Half Louis Heei 









Heel with Aluminum Plate, Se Aluminum Plate, Blind 
Gacteee Welt. AA to D, roe Goodyear Welt, 
SHG WP ecdindessecesd $6.50 hite Leather Welting. 

4893 Same in aed —, ey . AA to D, 2% to 7....$6.25 
CE See OD Zi scccecs 


iii ii iii iii iii iid 
. 


Powell Campbell, 122-124 Duane Street 
a NEW YORK, N. Y. 





MON ITOR SCHOOL SHOES 


Reg. Trade Mark 


for 
BOYS and GIRLS 


ALL LEATHER 
Guaranteed to wear 


WE HELP ‘YOU SELL THEM 
Write for agency proposition 


MILTON J. MEYER & CO., Inc. “NEW YORK,NY. 






No. 617—Gun Met- 
al or Box Calf, all 
styles and lasts, for 
immediate delivery. 


8 to 133 lto2 
Syauenusnnenncncsstscteiveousnccncsncsarsutonsousatdatuavensoaucnunausonsseuseusnnseusgy 













SPUCUEOCCEEGUEOCOREOOGUREQOOEROGEECCCROCOCOCGRREROUREEEG 








The House of Taylor HOTEL 
MARTINIQUE 


Broadway, 32d St., New York 
One block from 
Pennsylvania Station 


Equally Convenient for 


ir 


quality shoe laces for 
every requirement 
In bulk for the facto = 





Ghadalen oF Ueainene pee Pe — for the 
se Piprivate Bathe’ oe po ba th Nufashond 
$3.00 PER DAY rey ke Tips( we (potent cnelies applied 
for). 


257 Excellent Rooms, with 
Private Bath, facing street, 
southern exposure 


$3.50 PER DAY 


Also Attractive Rooms from 
$2.00 


Rustless, water-proof, aa : 
pull off. ’ 

Samples and particulars 
upon request. 


Narrow Fabric Co. 
Reading, Pa. 





he R Pri A 
400 Baths 600 Rooms = lear Baas " 


TITTLE 





PMI 
PITTI 
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THE BRADLEY BOOT 


In view of the tremendous demand for Light Gray foot- 
wear, which will continue at least until early Summer, no 
merchant can afford to be without the shoe shown here, 
which so happily combines correctness of pattern, tastefull- 
ness of design, and excellence' of construction. It is, in 
every feature, a distinctive model. 


84-inch Seamless Vamp Turn Boot of A. C. Lawrence’s 
No. 19 Pearl Gray Nubuck, the shade of the hour. 17-8 
Full Louis Wood Heel with an Aluminum Plate. Per- 
forated Imitation Wing Tip. Made on our 72 Last, a 
proven filter. 


From a merchandising standpoint this boot is equally 
desirable when made of Lawrence’s Color 17, the new golden 
shade, and we can furnish, upon request, other cloths and 
leathers in colors now in vogue. We urge, therefore, a 
serious consideration of our line of “‘made to order’’ high- 
grade Turn Boots and Slippers. 


Bradley Shoe Company 
HAVERHILL, MASS. 


BOSTON OFFICE, 110 LINCOLN STREET 




















Jor Children 


An Exclusive Line. of 
Qualify Footwear that 


Retails at | for Me’ 


Popular Prices 


No. 435 
Child’s Patent Colt, Mat Kid Top, eatpane 
“Welt, Skuffer, Tredshure Last No. 
Sizes 5 to 8, E Width. 
Sizes 844 to 11, E Width. 
No. 433—Same aoe in All Gun Metal 
izes 5 to 8, E Widt 
izes 844 to 11, E Width. 








The Merits of K-Z Shoes Have Been PROVEN! 


HOUSANDS of satisfied dealers know that in quality, 
style and workmanship this line is an exceptional one. 


A trial order will tell you the story. 
Write us. 
Ask for a K-Z salesman. 


KALT-ZIMMERS MANUFACTURING CO. 
Milwaukee, Wis. 











BOOT AND SHOE RECORDER March 24, 1917 




















WHATEVER YOUR SHOE REPAIRING 
REQUIREMENTS MAY BE 


E HAVE THE MACHINE 








The illustrations above show but a few of the big range of ma- 
chines which we supply for shoe repairing. 


They are all illustrated and described in a very handsome cata- 
logue which we are glad to mail free to anybody who writes for it. 


They cover every requirement from a simple cleaning shaft up 
to the most elaborate and complete outfit. 


We help our customers make a success of their business. Our 
machines always carry with them a service that is considered 
by many of our customers among their most valuable assets. 


We have customers everywhere, and we are not ashamed to 
have you ask any of them about us or our machines. 


Write us today for a catalog. 














UNITED SHOE REPAIRING MACHINE CO. 


4 ALBANY STREET, BOSTON, MASS. 
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TOUGH CAN BE 
SMOOTH WEARING STITCHED 
FLEXIBLE TRIMMED 
WATERPROOF AND 
FINISHED 


SAME AS LEATHER 


FIBRE SOLING 


IN SHEETS 
BLACK, TAN OR 
- ANY THICKNESS F 
WHITE 
FOR HIGH-GRADE FOR HEAVY 


SHOES WORKING SHOES 





‘‘Built to Meet the Demand for Quality’’ 
THE MARATHON: TIRE AND RUBBER CO. 


FACTORY, CUYAHOGA FALLS, OHIO 


all BOSTON, FRANK E. FLEET CO. 112 Beach Street 
SpeMaeanas? || CHICAGO, J. D. MARSHALL & CO. 217 W. Lake Street 


pnareO Maes Hse 
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Tailored 


The Shoes that are 
at q “Tailored” as Fine 
ee | :@F | Garments are Tailored 

























In Stock 


The Newest “White” 
Novelty 


The 
‘Vernon 


White Ostend 

Cloth Lace Boot 
A Smart 9-inch boot of white Ostend cloth. 
White ivory welting. Oak sole. Wood 
covered heel. New York last. AA to D. 
2% to 7. , 

Price $4.00 
Ready for Shipment April Ist. 
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Send in your order by return mail, to insure your 
share of the first lot. We dislike to disappoint. 


N 7 


GH{Dine Shaw 
a “Feder Co. 


CINCINNATI 

















Makers of the celebrated 





"THE Rn "THAT ARE 


TAILORED" 
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Victor Men Traveling 


Salesmen for the Victor Shoe Co.’ 
Salem, Mass., have started out with 
Fall samples of Goodyear welt and 
McKay sewed shoes for men, boys and 
youths as follows: 

Chas. K. Allison, Minnesota, Iowa, 
North and South Dakota; J. H. Arm- 
strong and J. E. McCabe, Pacific coast; 
W. W. Benson, South Carolina and 
Georgia; P. A. Brady, Florida and 
Alabama; C. E. Denton, Illinois; G. W. 
Dreefke and R. O. Keefe, New York 
State except New York City and Brook- 
lyn; J. M. Fee, Kentucky; G. H. Gates, 
Michigan; H. L. Gates, Wisconsin; 
J. M. Hess, Maryland and Washington, 
D. C.; W. A. Hinesley, Kansas and 
Oklahoma; W. E. Hinesley, Missouri 
and Nebraska; H. L. Landsberg, Phila- 
delphia, and vicinity and Delaware; 
H. F. McCarthy, eastern Pennsylvania; 
W. F. McCarthy, eastern Massachusetts; 
F. T. Morrill, Massachusetts and western 
Connecticut; J. R. Mulligan, New Jer- 
sey; H. E. Owens & Son, North Caro- 
lina, Virginia and West Virginia; J. T. 
Powers, Maine, New Hampshire, Ver- 
mont, Rhode Island and eastern Con- 
necticut; Chas. Schuff, Indiana; E. 
W. Smith, Pennsylvania and Ohio; M. 
B. Smith and W. W. Gardner, Arkansas, 
Louisiana and Texas; W. A. Stewart, 
western Pennsylvania; C. J. Wilson, 
Ohio; R..F. Hopkins, Mississippi and 
Tennessee. 

Barry Salesmen Out 


The following representatives, carry-- 


ing the T. D. Barry Company’s Fall line 
of men’s fine shoes, are now in their 
respective territories with new samples. 

W. H. Barnett, Pacific Northwest; 
Robert F. Doyle, South Atlantic States 
and Arkansas; T. A. Delany, Michigan, 
Iowa, Nebraska, North and South Da- 
kota; John L. Fox, Indiana, Illinois and 
Ohio; R. H. Holmes, Louisiana and 
Mississippi; A. H. Montgomery, Michi- 
gan, Minnesota and Wisconsin; Harry 
B Schweitzer, Pacific Coast; John U. 
‘McAllister, Texas and Oklahoma; Maurice 
Kornsand, New York City, New Jersey, 
Philadelphia and Baltimore; W. J. Ken- 
nedy, Pennsylvania and Maryland; E. H. 
Lovell, New York State and Pennsyl- 
vania; Fred C. Davis, New England 
States; Vincente Perez, Cuba. 

A. H. Montgomery, on the Minnesota, 
Wisconsin and Northern Michigan ter- 
ritory, Barry Co. of Brockton, is the 
happy father of a young son, Alexander 
S. Montgomery, born at Pewaukee, Wis., 
February 27th. 


Salesmen With French Line 


The following traveling men, repre- 
senting J. E. French & Company, Rock- 


land, Mass., are now taking their de- 
partures with new samples of this line 
of men’s fine footwear: E. W. Perkins, 
of the concern, large cities; J. F. Haley, 
from Kansas City to the Pacific Coast; 
A. J. Reilly, Pennsylvania and Ohio; C. E. 
Lipscomb, Atlantic Coast states; C. R. 
Dobson, Middle South; J. A. Davis, 
New York City and New Jersey; John S. 
Whittemore, New England. 


Hagerstown Salesmen Out 

All the salesmen of the Hagerstown 
Shoe & Legging Co. of Hagerstown, Md. 
are now out. The roster of representa- 
tives and territories is as follows:— 

H. P. Burgess, South Carolina, Georgia, 
Florida, Alabama; H. B. Wharton, 
Virginia, North Carolina, East Tennessee; 
J. W. Wharton, West Virginia, Southern 
Ohio, West Tennessee, Mississippi; J. 
W. Fife, Oklahoma, Arkansas; C. B. 
Dudney, Louisiana, East Texas; C. A. 
Bergh, Northern California, Oregon, 
Washington, Idaho; H. N. Greene, 
Southern California, Arizona, New Mex- 
ico, West Texas; I. U. Pickett, Colorado, 
Wyoming; G. E. Van Tuyl, City of 
Detroit, Michigan; John H. Dreyer, 
Baltimore, Washington, Eastern Shore 
of Maryland, Virginia, Delaware; J. 
Rosenthal, Philippine Islands; M. T. 
Davies, Indiana, Illinois; E. K. Needy, 
Missouri, Kansas, Nebraska; K. B. New- 
comer, Iowa, Wisconsin, Minnesota; 
J. W. Shank, New York, East Penn- 
sylvania, New Jersey; R. C. Hershey, 
West Pennsylvania, Ohio, Michigan. 


Chicago Salesmen’s Notes 

Kal Fishman has just joined the sales 
force of the Brown Shoe Co. of St. Louis, 
Mo. “Kal” will work under Jeff Davis 
in the Chicago office. 

Amongst the Chicago travelers at the 
Toledo Convention, was Jack Goebel, who 
is so well known that many say that when 
he passes away his funeral march will 
compare favorably with one of our large 
preparedness parades which we have 
had in many cities this past year. 

M. C. Oberdorfer, representing the 
Nathan D. Dodge Shoe Co., Newbury- 
port, Mass., and the Algier Shoe Mfg. 
Co., Brooklyn, N. Y., has established 
Chicago headquarters in room 1115 
Great Northern Bldg. Mr. Oberdorfer 
will call on the trade in Ohio, Michigan, 
Indiana, Illinois, and Kentucky. He 
will also cover part of Missouri and 
Wisconsin. 


Death of J. B. Washburn 
Col. John B. Washburn, a veteran 
shoe salesman who has traveled out of 
St. Louis for almost as many years as 
there has been a shoe business in the city, 
died March 9, at his home in Vandalia, 
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Ill., at the age of 58 after an illness of 
only a week. He served several years as 
Captain of Company I, of the Fourth 
regiment, Illinois National Guard and 
was later Colonel of the regiment. The 
funeral was held March 12 from the 
family home at Vandalia. 


Selling St. Louis Line 


The selling force for the Samuels 
Shoe Company, of St. Louis, handling 
misses’ and children’s specialties, have 
all taken to the road for the Spring and 
Summer season and will cover a wider 
territory than last season. The men and 
their territories this season are: Alex 
Light, Indiana, Illinois and Kentucky; 
Melvin Stein, Alabama, Tennessee and 
Mississippi; E. G. Glasser, Texas, Louis- 
iana and Arkansas; E. J. Goldman, 
Kansas and Oklahoma; Walter Stoell, 
Missouri, Iowa and Nebraska; W. H. 
Sublett, Pacific Coast; C. L. Inman, 
special trade; Walter Conk, St. Louis 
and near-by trade; J. G. Samuels, larger 
eastern cities. The company’s business 
continues to grow very rapidly. 


Fiske Men Out 

Salesmen for the Fiske Shoe and 
Leather Co. are enthusiastic over the 
new Spring and Summer styles which 
the company has produced. Ten of the 
forty styles being shown are oxfords, 
four of which carry fibre soles. 

W. F. Greenwood and Eugene Karrigan 
are traveling New England and New 
York state under the direction of R. G. 
Reed, who manages the Boston -sales- 
rooms. 

A. J. Doyle, manager of the Chicago 
salesrooms will be assisted by nine outside 
men, J. Starrett, G. J. Doyle, W. L. 
Drummond, D. W. Christian, F. E. 
Littlejohn, W. N. Horb, W. F. Lynch, 
H. H. Mundy and C. N. Pratt. These 
men will cover the Middle West and 
South. 

P. B. Keith Co. Salesmen 

This year sales staff of Preston B. 
Keith Shoe Co., Brockton, is as follows: 

W. D. Baker, New York State and 
Pennsylvania; C. E. Blackey, New Eng- 
land; C. A. Bowman, Western Penn- 
sylvania, and West Virginia; L. B. 
Cubbison, Middle West; W. W. Evans, 
South West; John Henricksen, Pacific 
Coast; W. W. Leavitt, South; Ed. Maurer, 
Middle West; M. May, Pennsylvania; 
W. C. Pierce, Northwest; G. L. Rendall, 
Detroit, Mich.; William Sumner Smith, 
Chicago, Ill.; W. E. O’Reilly, New York 
City and New Jersey. 


Cohen on Territory 
A. B. Cohen traveling for Winch Bros., 
Boston through New York and Penn- 
sylvania is at present out in his ter- 
ritory. 
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Spring-with its mud and slush 
and Lig Boot Sales 1s here! 








— In a week or two barnyards 
7 will be ankle deepin mire. Soon 
Spring planting everywhere 
will be in full swing. Arctics 
will be unbuckled for the last 


time and stowed away. 


The friend Farmer will come 
to your store, mention the “Red 


re “a Line ‘Round the Top” and ask 
—forthe-F: eae? to be fitted exactly and com- 


ee] fh fortsbly in a pair of “Hipress” 
aaa Short Boots. 
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Leather-lop-Hipress-Driver —Leather-lop-Hipress-Ribber—— 


—for-H ice — for laimbermen 
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Your Hipress stock should be ready 
to meet tits tremendous demand 


















Your “Hipress” stock should be ready 
to meet this tremendous demand. 


Go over your “Hipress” stock care- 
fully. Fill in the out sizes. See that 
you have a “fit for every foot”—a “get 
every sale’”—stock. 





Mail your order today. 


cee ene 


We assure prompt shipment now but we 
can’t promise quick deliveries very far ahead. 
Even now orders indicate a repetition of the 
first-come-first-served condition of last year. 


line 
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Made only by 
The B. F. Goodrich Company spice 2 
Akron, Ohio ; 38,000 Dealers es; - 
Makers of the Celebrated Goodrich Automobile fs Bee Browa-Hipress—— 
Tires—“‘Best in the Long Run.” bor =for-Hshermen= 
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uane Suoe G 
SPECIALTIES 


145 DUANE STREET, 
NEW YORK CITY. 









5 ° | Gray, Ivory and White Kid Boots Is 
2 E xC | uUSIVe S t V le S Welts, Turns and McKays zi 
a | | Prices from $3.25 to $8.50 Re 





AY 


Wire Your Orders 


TODAY Send for our special 
You Will Need set of samples, con- 
These sisting of six pairs, in- 
SPECIALTIES cluding thecelebrated 
for 
EASTER pen a 
TRADE 


8 


4110—F. B. & C., Ivory Kid, 
Brooklyn-msade Welt, nine- 
inch, full Louis covered wood 
heel, aluminum plate, silk 
laces, packed in DE LUXE 
boxes. AAtoD, $7.50. 
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5045—White Kid, Welt, full 
Louis covered wood heel, 
three-quarter fox, nine-inch. 
AAtoD. $6.50 

Same in Lozant White Buck, 
in Welts and Turns, full Louis 
covered heels. AA to D. $6.25 
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Same in Gray Kid. 
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ALL PRICES SUBJECT TO CHANGE WITHOUT NOTICE 


SHOE COMPAN Y us-puane street, New York, N. ¥ 
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The Leather Market ¢ ¢ + 
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Evidences are plentiful that high as the market is 
today, it will be higher still in the event of actual 
declaration of war, or even a real preparation for war, 
both because of a greatly enhanced domestic demand, 
and a shortage of labor going from industry into the 
service of the country. Soldiers must have shoes, and 
an army of half a million on active service means 
practically five or six million pairs of shoes a year. 

Then again; leather is needed for accoutrements. 
Harness and saddles eat up leather quickly, and this 
adds still further to curtail the supply needed by our 
manufacturers for civilian shoes. 

How about the supply? Figures show a constant 
depletion of hide producing animals. There are 
fewer cattle in this country today than a twelve- 
month ago, and there were fewer then than the pre- 
vious year. There are fewer cattle in South America 
and Australia than there were last year. There are 
said to be some hides and skins in China and in Russia, 
but not enough available to make good the deficit 
elsewhere. 

Already the market is stiffening in anticipation of 
such a state of affairs. Still business halts. It is a 
time of watchful waiting, but of waiting watchful- 
ness as well. The shoe manufacturers have passed 
the experimental stage, as regards other materials 
as alternates, and have adopted fibre soles for some 
of their lines, and are using more cloth for topping, 
fibre for counters and boxes, and fabric for innersoles. 
This is a help in relieving the demands for a certain 
proportion of leather of special kinds, but it all has a 
bearing on the present, as well as the prospective 
situation. 

Meanwhile, the demand is but moderate. Every- 
one, buyer or seller, is expecting some move any 
minute, but seems satisfied to wait, rather than be the 
one to precipitate an upheaval. 


Sole Leather 

While there seems to be more business in the 
aggregate this week than last, the situation may 
still be designated as quiet. Prices hold strong. 
Here and there we hear of a sale under our quotations, 
but investigation proves that quality considered, the 
prices paid are ona parity with ruling rates. Hemlock 
sole is called: for in moderate amounts. Exporters 
are watching the market, but are not buying until 
they aré ‘assured that licenses will be granted their 
houses in England, permitting them to import leather. 
No. 1 B. A. dry hide leather is still quoted at 57 
to 58c., othcr qualities’54 to 55c., and 53c. Hemlock 
packer slaughter is quoted at 61c. for No. 1 and 60c. 
for No. 2. Union sole shows a slightly better call 
for home manufacture, but no business being booked 
for export. The best union backs are quoted at 82 
to 84c. for light and 80 to 82c. for heavy. Oak sole is 
in small supply, but still there is sufficient to supply 


Bow! 
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the demand. The best scoured backs are held at 85 
to 88c., and bends 90 to 95c. for No. 1 and 84 to 88c. 
for No. 2. Belting butts are well soled up, with 
light weights held at 95c. and light and medium 93 to 
94c. There is no change in prices of offal, of which 
all kinds are well sold. up. 


Upper Leather 


Business is confined to few and small purchases, 
but there is no softening of prices; rather the opposite. 
There is almost no call for’ black leathers of any 
kind, but the demand, such as it is, is almost entirely 
for colors. Colored calf ranges from 64 to 68c., with 
some tanners charging 70c. for best qualities. Black 
skins are reported sold at 60, 58 and 56c. Side 
upper prices are. very firm. Colors range from 54 to 
58c. and blacks 46 to 50c. Chrome sides 45 to 47c. 
Wax splits are in small demand. Ooze splits and 
chrome splits selling moderately. Patent side leather 
in small domestic demand, and no foreign call. Glazed 
kid shows some good sales with prices strong at the 
high prices previously mentioned. 


Hides 


There is no improvement in the local hide market. 
With the manifest decision of tanners not to buy, it 
is remarkable that prices remain so firm. New 
England hides are only moderate in amount, but 
even this is more than is needed. No. 1 Ohio buffs 
are still quoted at 22 to 23c. and extremes 26 to 28c. 
Southern hides are held at 22 to 22$c. at far points, 
and 23 to 24c. at more northern points. 

The Chicago packer hide market shows but little 
new business, with prices held too high for the poor 
quality of the late take off. Native steers are quoted 
at 30 to 3lc. Native cows held at 30c. for all weights. 
Texas steers are quoted at 30 to 30%c. Packer calf- 
skins are held strongly at 50c. Chicago cities quoted 
at lower prices, the best at 42c. and outside cities 
40c. New York calfskin quotations are $4.50 to 
$4.60, $5.00 to $5.25 and $5.50 to $5.75. 

Foreign dry hides have arrived in large amounts; 
the last week or two B. A. hides have sold at 44}c. 
and B. A. Kips at 52 to 52$c. 

China hides are active; some large sales are recorded 
at slightly lower prices than a week ago. 

Some sizable sales of wet salted are reported, 
frigorificos and sansinenas selling around 30} to 3lc. 


In the current London Directory the list of India 
rubber shoe manufacturers contains 37 names, 
and the India rubber overshoe manufacturers’ list 
contains 11 names, including the American Rubber 
Co., the Boston Rubber Shoe Co., the Hood Rubber 
Co. and the United States Rubber Co. 
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LINCOLN SHOES W 


The WEARING QUALITIES Have Been Proven. They 
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No. 3308 
3308—Boys’ Gun Metal Button 3311—Little Men’s Gun Metal No. 3306 
Mat Top, Neolin Sole, Full Sole Foxed_ Blucher, Mat Top, Neolin 3306—Boys’ Gun Metal Bal, Mat 
Leather Middle Sole, Brown Toe, Sole, Full Sole Leather Middle Sole, Top, Neolin Sole, Full Sole Leather 
1 to6. D and E widths.. Price $2.35 Harvard Toe. 8 to 13%. E width. Middle Sole, Dartmouth Toe. 1 to 
Price $1.85 6. D and E widths. .... Price $2.35 








THESE SHOES ARE IN-STOCK NOW! 
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MARSTON & TAPLEY COMPAN 
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AND CRAWFORD SERVICE! IN-STOCK LEADERS 
Here’s a spring style that 
will prove a hummer for 
sales. Our College Last 
Stock No. 200. Gun 
Metal Bal, Single Sole, 
l-inch Heel, Widths C 
and D. 













Now is the 
time of all 
times to tie 
up with them. 


Ready to Ship 





SEE THE FRONT COVER OF 
THIS RECORDER 


Price $4.50 





CHARLES A. Eaton CoMPANY 
BROCKTON MASS. 


Condon Bros. Co.., Brockton, Mass. 


CHICAGO OFFICE 
410 Security Bldg., Madison St. and Fifth Ave. 
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VITH NEOLIN SOLES 


ey |are Made with Full Middle Soles and Goodyear Stitched 


ANA 




















3609—Boys’ ae a Metal Bal, Mat 3309—Little Mons “Gan Metal But- 3310—Boys’ ‘Gan "Metal Blucher, 
Top, Goodyear Welt, Neolin Sole, ton, Mat Top, Neolin Sole, Full Sole Mat Top, Neolin Sole, Full Sole 
Penn Toe. 1 to 6. C, D and E Leather Middle Sole, Harvard Toe. Leather Middle Sole, Brown Toe, 
WE: «steam asariies ss Price $2.60 8 to 13%. E width....Price $1.85 1to6. D and E widths.. Price $2.35 





THESE SHOES ARE IN-STOCK NOW! 


Y, Manufacturers, DANVERS, MASS. 
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GIRLS LOW CUTS 
CLASSMATE If you carry children’s 
pone shoes send for our cata- 
logue—it will interest 
Boys, Girls and Infants you. 
460—‘‘Mary Jane’ White Rar y 
McKay, Medium Last. 
i |) “eee $0.80 
a eae ren -90 
NS 5s a's i x-8'n'0-g nace cea’ 1.00 
SEE re oe 1.25 
307 West Monroe Street, ‘4 oe ititene 
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HONEST 
WEAR 


IN EVERY 
PAIR 








No. 87—Boys’ Gun Metal Bal, American 
Welt, Black Neolin Sole, English Toe. 








| MARSTON & BROOKS CO. 








LARGE STOCK 


for 
IMMEDIATE SHIPMENT 


See Our Line of 


ERICAN 
feaoe WE-L-Trno 


SHOES 
SALESMEN NOW OUT 


Samples Sent Prepaid 
Anywhere in the United States 


FOR BOYS 


and 


LITTLE GENTS 














No. 217—Boys’ Gun Metal Button, Mc- 
Kay Sewed, Lock Stitch, Leather Sole, 
Cambridge Toe. 


Hallowell, Maine 




















AQBVIOGOY GOOGGUOGGOOsd GoGUysswoowwss 
2 & 
2 €& 
2 & 
| FLORAL | 
2 € 
3 €& 
3 & 
3 & 
| DECORATIONS | 
2 & 
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Chicago Artificial Flower Co. 
28 South 5th Ave. 


Chicago Illinois 


4 








Speed and 


Neatness 


in binding mis- 
cellaneous 
sheets can be 
accomplished 
by the use of 
this 

ose |-Pom 
Sheet Holder. 

Sheets need 
not be punch- 
ed, as it works 
on the spring clip principle, and pages can be in- 
serted and removed in a flash. 

Ideal for holding letters, reports, ledger leaves, 
statements and all papers that cannot be filed without 
further attention. The bookkeeper particularly,will 
appreciate its convenience. 

Made in Canvas and Corduroy binding—in a wide 
range of sizes and prices. 


NOTE “ 





AT ALL FIRST CLASS STATIONERS 
fPamBooks and Forms Ase oe Achneutetget the 


h Dealers and U 
ars UpMrr TO SUBSTITUTION? 


Send for Catalog E10 


Irving-Pitt Manufacturing Company 


Largest Lonse Leaf Manufacturers in the World 
KANSAS CITY, MISSOURI 10 
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Indiana Retail Shoe Association 





President, CLEM APP 
of Fort Wayne 


of Evansville 





Vice-President, G.C. GEISSLER. ‘Treasurer, 





ee 


C. F.WHEELER _ Secretary, EDWARD HALDY 
of Cambridge City of Indianapolis 


Western Convention Sparklers 


The Brighter Thoughts and Sayings Selected for Merchants’ Information 


and Inspiration 


HE Spring conventions have been headliners in recent 
news o’ shoes. Much has been said at each that was 
repeated at others, spreading knowledge and inspira- 
tion amongst the different groups—hence the form 

taken by this resume of the proceedings of the Western retail 
shoe merchants in convention assembled. 

The publication last week of the telegraphic reports of action 
taken by the conventions and the previous publication of the 
educational program gave that quick knowledge of accomplish- 
ments desired by busy merchants. Supplementary develop- 
ments on the convention floor are put in pithily in the following 
extracts from stenographic reports. 


Indiana Merchants at Indianapolis 


About Leather Costs 


Hon. Charles A. Bookwalter:—‘‘In my own line of business, I 
have seen the raw materials which I use crawl up 10 per cent, 
20 per cent, 30 per cent, 40 per cent, 60 per cent, 100 per cent and 
150 per cent, and apparently the prices haven’t yet reached the 
summit, we are still climbing. 

“Hides are high, of course. A practical scarcity exists. I 
know that, because I am probably one of the largest users of 
leather in the city of Indianapolis. Buffings, skivers, calf, every- 
thing entering into the bookbinding proposition, has gone 
ballooning with everything else, and they tell us that the end is 
not yet.” 

Peace or War? 


Roy C. Kanouse:—“Our country stands today on the verge of 
a great calamity. I presume if you took a vote of the American 
people on the direct proposition as to whether they wanted war 
or peace, it would be practically unanimous that they wanted 
peace. I know that if I personally was asked to vote on that 
question, the proposition being presented in the abstract, I would 
say peace. But, it seems to me when I think. over the situation 
in which we find ourselves, that there does come a time in a 


nation’s life just as there comes in the life of the individual, a 
situation which compels him to fight because a fight is the 
lesser of the two evils. (Applause). I am by nature peacefully 
inclined. Although the statue of limitation has run against 
me, being too old now for my country to look to me for active 
defense, I have a hostage for peace in the person of a boy, a 
graduate of a military school, and I ‘know he will do his part.” 


Abuses Protested 


Raymond D. Brown:—“These are days when organizations 
must do more than sit passively aside and let wrong impressions 
get into the public’s mind. A vigorous protest on abuses at the 
right time will do more to give the public the right idea of the 
stand of our industry than any other action.” 


The Value of Ideals 


Charles I. Slipher:—‘‘If we are to expect the public to take 
our business seriously, we must take ourselves seriously. We 
should always be looking for a means whereby our business 
may be placed on a sounder basis, but we should not forget that 
as merchants handling a great necessity, we should always have 
in mind ideals which will be of benefit to the persons we serve.” 


Pricking a Sales Balloon 


James W. Fisk:—‘“‘In a certain shoe store not so very far 
away, one young clerk was just going like a comet. He was 
fairly scooting across the sky. Why, he was just piling them up 
one after another. In fact, he was doing so well that the man 
who employed him went into his record carefully to find out 
why and how this fellow could sell so many more shoes than 
anybody else. He had already given him a raise for doing it. 
He found on investigation that the man really didn’t sell the 
shoes, that the shoes were being sent out, that when a customer 
asked for one pair, he said, ‘That is all right, take along three 
pairs. Look them over when you get home.’ The sales slips 
were made out, and when they were returned, were deducted 
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JULIA MARLOWE SHOES 


Make Shoe Selling Easier and Profits Larger 


Rich's Famous THEY Rictis Famous 
Joustiarion, ARE du LOWE. 


WONDERFULLY ATTRACTIVE 



















They are stylish business-build- 
ers and trade producers, with 
quality in every part,— shoes 
you can depend on to bring a 
woman back with her friends. 
They are the top of the trade. 





TTT 


Samples Sent 
Upon Request. 
Charges Paid 





Style 2283—Turn Ivory Kid Button Boot, Style 1331—Imitation Single Sole Mc- 
18-8 Wood Covered Heel... .. Price $6.00 ca Lace Boot, Tobasco irene Vamp, 
Ivory Kid Quarter, 18-8 Wood Covered 
Heel, Perforated Vamp and Collar with 
Tobasco Inlay on Collar...... Price $5.75 


JULIA MARLOWE SHOES will increase the business of every retailer who stocks 
them and tells his customers of their many advantages. Our salesmen are now on their 
territory. May we have the nearest call on you? 


Our 1917 Catalogue Will be Sent upon Request 


The Rich Shoe Company 


Milwaukee, Wis. 
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Elect Officers for Active Service 





———_—_— 
Director, CHARLES I. SLIPHER Director, EDWARD B. WILSON Director, R. A. McCCONNEL 


of Indianapolis of Muncie - 


from the gross returns, but not from the individual salesman’s 
-returns. Is this the record keeping method in your store— 
think it over.” 
Novelties a Progress Index 


Frank -P. Meyer, President Illinois Shoe Merchants’ As- 
sociation:—“‘The merchant who has not a goodly supply of 
millinery shoes in his store today, I do not hesitate to say is not 
a progressive merchant. There is no doubt that the high boot 
will be the rage for this Spring. Aren’t these new boots hand- 
some? Why, gentlemen, I don’t see how in the world we ever 
got by selling those little low-top, ugly shoes. They never 
were pretty and they never will be pretty. I really believe 
that the millinery shoe business is still in its infancy. I believe 
it will not be long until every well-dressed lady will demand 
shoes to match her costume. 

But, I will tell you why I like millinery shoes most of all—I 
like the profit. Any man that sells millinery shoes from $10 
up and does not make from 45 per cent to 50 per cent profit 
should go back on the farm because he doesn’t know how to 
run a shoe store.” 


Efficient Salesmanship 


L. P. Urshel:—‘“‘I think one of the most important things in 
store service is to have efficient clerks. The clerks should be 
taught to understand that the loss of a single sale means a good 
deal, that every shoe should be fit as near right as can be, that 
shoes ought to be sold for certain purposes, a dress shoe should not 
be sold for a work shoe, and vice versa. We find that it pays to 
nake an exchange, when it is necessary to make one, imme- 
diately rather than allowing the customer to hang around 
the store for fifteen or twenty minutes first. We find if we go 
to them immediately, we can make the exchange much quicker.” 


Share Profits—Increase Sales 


O. P. Nusbaum:—‘‘Our problem is to increase our sales so 
that the proportionate cost of doing business may be lower. 
In my store, I have a profit-sharing plan in effect with my 
clerks. I believe that this plan has been the means of increasing 
our sales considerably through the additional effort they have 
put forth.” 

Big Don’ts for Merchants 


Clem .4p:—“A few don’ts which ought to be passed on to the 
public: 





RAYMOND D. BROWN 
of Indianapolis, Elected Life Member 


of Frankfort 


Do not have your buttons replaced on Saturday. 

Do not make exchanges on Saturday. 

Do not ask to take two or three or even more pairs of 
shoes away from the store on approval. 

Do not try to return abused footwear.” 


Chain Store Competition 


Forrest M. Timmins (of Bradstreet’s):—‘‘Many men, keen 
business men, instead of fearing the chain store actually welcome 
it. It wakes up trade. It lifts the level of retail efficiency. 
It is a great educator of the retail merchant. It is only 
the merchant who will not progress, who is blind to new methods, 
who prefers to complain rather than compete who fears the 
chain store or the department store. Now, the inventory of 
the merchant himself will disclose the fact, if you will make it. 
The individual store owner has a big advantage in that his busi- 
ness is his own and that in the operation of it, he can impress his 
personality on his business and the personality of his business 
on the community, and if he has the right kind of merchandise, 
he can build up a following that it will be hard to take away 
from. him.” 

Essentials of Success 


J. H. Minor:—‘‘The whole thing in keeping up with the game 
demands: 

“Good merchandise at honest prices which necessitates an 
accurate knowledge of goods. 

“An inviting store, which means a good assortment and 
selection of modern styles, and courteous treatment to customers. 

“‘Goods well displayed in your windows together with honest 
common sense advertising. 

‘“‘A frequent turning over of stock as well as a frequent in- 
ventory. 

“You must keep up with the styles. You must know the 
styles. Get them first, get your profit and know when to quit. 

“Above all my friends, be honest, your customer is your best 
friend. A large proportion of our business is now traceable to 
their recommendations. We have their confidence; we will 
ever try to deserve it, and then there is a heap of satisfaction 
to be able to look back through the mask of years and point 
witi pride to the successful business you built on the foundation 
of truth, honor and integrity.” 
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TRADE MARK 


do before. 


ITS THE “TRUWEAR” SMILE 
AND THE FIFTY-CENT REBATE 
IS THE CAUSE 


This man has just bought another pair of 
TRUWEAR Shoes. His sale receipt slip reads: 





1 New Pair TRUWEAR Shoes... .$5.00 
Rebate Discarded TRUWEAR Pair .50 
I gt iio iva ea ede aan $4.50 


Why shouldn’t he smile in these days of high prices? 


Read them carefully: 


Neve ay 


TRADE MARK 
Reg. 


His smile is a real one, for he has saved 50 cents on a discarded pair of shoes—something he hadn’t been able to 


TRUWEAR Shoes are built to a quality basis with a set standard of specifications which are always adhered to. 
Here are the specifications. 


OUTER SOLE—Best 10-Iron Government Stand- 
ard Sole Leather, or the choice of Textan or Rinex 
Soles. 


UPPERS—Of smail Chrome Tanned skins, selected 


LINING—Famous (Red-line-in). The lining is a 
most important part of the shoe, and this famous 
brand is better in its tests than that used in the 
United States Army Shoes. 


COUNTERS—Spaulding’s Fibre—guaranteed to 


for wear. 


— a a 


Butler & Tyler Co. 


4 4 s " beck decd a book 
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INNERSOLES— One-piece leather. 


American Hand Sewed Shoe Co., A. 
Anderson, Dulin, Varnell Co., 


oe Wilkesbarre, Pa. 


Auntie Shoe Co... 
...New York City 


J. Bates & Co... 
Crowder, Cooper Shoe Co. 
Claflin, Thayer & Co. .New 


Farmington Shoe Mfg. Co., Dover, N. H. 


give satisfaction during the life of the shoe. 


Here is the List of Jobbers That Sell ‘‘Truwear” Shoes 


PW. Cem OG, «sce 025 Portland, Me. 
Guthmann, Carpenter & Telling, 
hicago, = 
Keiffer Bros. Co... ..New Orleans, 
Chas. Meis Shoe Co. . Cincinnati, Ohio 
Geo. T. Mills & Co. .Baltimore, Md. 


Omaha, ‘Neb. 


Knoxville, Tenn. Western Shoe Co 


BOSTON OFFICE, e. ESSEX STREET 
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Smith & Herrick Co. . 


BOX TOES—Beckwith’s Vulco Unit. 


Stewart, Dawes Shoe Co., 


Angeles, Cal. 


. Albany, N. Y. 
tel Tol 
Weimer, Wright & Watkin Co., 


0, Ohio 


Philadelphia, Pa. 


New Haven, Conn. a Holmes & Co. .Boston, Mass. Williams, Marvin Shoe C 
D. S. Peterman & Co........ York, Pa. San Francisco, Cal. 
Indianapolis, Ind. Stilson, Kellogg Shoe Co., Zion Co-operative Kove T Ins' 
ork City Tacoma, Wash. alt Lake City, Utah 
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Kansas Merchants at Topeka 


The Buying Problem 


President Otto Fischer:—“‘I hope some one will tell us how to 
fortify ourselves against present conditions. We have been 
rather liberal in buying shoes, but the idea is to know when to 
hedge, so that we may create a sinking fund to protect us when 
the prices may be lower, and I am in hopes we may have quite 
a little discussion on that to protect our profits. I understand 
the manufacturers in various lines create a sinking fund for that 
purpose, and how to do it I can hardly conceive, and I am in 
hopes some one will tell me, so when I leave this convention, I 
can pave the way and try and save some profits we have made 
during the past year. 

“I believe we should protect ourselves, anticipate our staples, 
especially in boys’ and children’s shoes, and all other staples. 
From the past information I can gather, the earlier we buy 
those staples, the more money we can make out of them, and 
we should cover ourselves to that extent in buying these staples.” 


The Basis of Credits 


“I really believe that a man’s credit in the retail shoe business 
within the next five years will be based upon what he knows 
about his business. It seems as though the credit associations 
all over this country are taking up this problem, and it will be 
solved, because there are a great many questions that will be 
answered by men in other lines, and the credit men in the next 
five years will want to know what’ we know about our business.” 


Best Work in Home States 


A Missouri Traveler:—‘‘Boys, I’m from Missouri, and I 
know I should not say anything to discourage you from coming 
to our state for this joint convention. If you want to have a 
bully old social time, come down to Kansas City, Mo., and hold 
your joint convention. But if you want to do real work, and 
help the retailers of Kansas, stay in your own state; hold your 
convention at home; stick to your knitting.” 


A Bone Dry Gathering 


It was a bone dry convention the Kansans had on March 14 
and 15 at Topeka, but A. F. Sloane, field secretary for the 
National Association, said it had moreginger and good sense 
and good fellowship than any convention he ever attended. 


A Tribute to Kansas 


A big wholesale shoeman came direct to Kansas from 
the four-state convention at Indianapolis, and he said: 


“In everything except the number of people in attendance, 
Kansas had a better convention than the one held by the four 
states. There’s something about a Kansas crowd that gets into 
your blood. 

Changing Road Conditions 


“Thirty years ago, in 1886, I went on the road. In those 
days the most successful salesman was the one who could 
drink the most booze and tell the smuttiest story. Not being 
much gifted in either of those lines I left the road after a trial 
of about three years, convinced that I was a failure as a sales- 
man. I was off the road for seven years. When I again went 
on, I found things had begun to change, and they have been 
changing rapidly ever since. The retailer no longer tolerates a 
salesman who is under the influence of liquor. King booze has 
been dethroned, and instead the salesman’s success must be 
built on the solid rock of confidence.” 


An Example of Service 


John D. Dingle:—‘‘The most successful salesmen now are 
the ones who enjoy the confidence of their customers. During 


recent months when prices have been jumping, I know of sales- 
men, when they got advices of a rise in price about to go into 
effect, would go to their rooms and not only sell shoes, but 
buy them, making up orders for their customers, to protect 
them against the rise, and going to their customers afterwards 
to get those orders confirmed.” 


Plans for Next Year—Pithy, Practical Proceedings 


It is the purpose of the officers of the association to eliminate 
nearly all the set speeches next year, and devote the time mostly 
to informal discussions of the everyday, practical problems 
which come up-in the shoe store. A few experts in merchandis- 
ing, accounting, salesmanship, etc., will be on hand to lead 
these discussions, but the day of the formal address and leng- 
winded paper in the Kansas convention seems to be about over. 


“The Dirty Dozen”’ 


One of the extemporaneous features of the convention was 
the singing of “‘The Dirty Dozen.” This organization was 
formed by Jack Frost Davis, who is an accomplished musician 
as well as an expert salesman of shoes. Davis wrote the songs, 
and some of the music, and the Dirty Dozen “‘rendered”’ them. 
Those enrolled in the list of conspirators were as follows: Joe 
Hubbell, Tom Henley, J. E. Daris, C. L. Brosius, W. A. Kirk- 
patrick, Ray H. Myer, Grant Williams, A. S. Walker, John 
Newman, A. S. Barber and Ed Lappen. 


Members for National Association 


As a special tribute to the National Retail Shoe Dealers’ 


_ Association, nine sustaining memberships at $5 apiece and 


one active membership at $10 were volunteered on the floor of 
the convention. W. E. Brelsford of Topeka took the $10 mem- 
bership and those who put up the five apiece were A. W. Nelson, 
Deacon Orr, Otto Fischer, C. L. Brosius, E. E. Ellsworth, Leo 
Morgan, H. F. Reed, O. M. Babcock, A. S. Farmer. 


Growth in Association Work 


Since the N. S. R. A. convention at Cincinnati, A. 
F. Sloane, Field Secretary, has visited the states of 
Kansas, Oklahoma, Texas, Missouri, West Virginia, 
Illinois, Indiana, Michigan and Ohio. He attended 
the convention at Texas, which was attended by twice 
the number of last year. Missouri was organized with 
100 paid up members. Oklahoma is enthusiastic 
for association and will shortly be organized. Kansas 
had a most enthusiastic convention and more at- 
tended than last year, and Indiana likewise had a 
very enthusiastic meeting. In Ohio the tri-state con- 
vention was the biggest convention ever held in the 
shoe trade. The Pennsylvania State convention this 
year was three times as well attended as previous 
years and was decidedly successful in many innova- 
tions and practical results. 

Besides all this association work, there has been 
some very practical results accomplished. Head- 
quarters received word of more pernicious Pure Shoe 
Legislation from three different states, and due to 
organization these bills were in every case promptly 
handled and have ceased to be a _ menacing 
factor. 
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Patented 


Process 
J . = , 2, 


Patented 
Aug. 19, 
_ 1913 
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Patented Jan. 12, 1915 


YUL -UNIT 
BOX TOE 


Its impregnability to 
moisture, its ability to 
retain the shape and 
style of the last, and its 
great durability has led 
to its adoption by the 
leading shoe manufac- 
turers of the country. 


RETAILERS 


Take care of your cus- 
tomers by specifying 
“Vulco-Unit Box Toes’’ 
in all your orders to your 
shoe manufacturer. 








There is only one Vulco-Unit 
Box Toe. It is made by 


Beckwith Box Toe Co. 


108 Lincoln Street, Boston, Mass. 


) revised, and printed from new type. 
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The most widely circulated book ever | 


printed for the shoe trade is the 


Shoe and Leather 


Lexicon 


(Copyrighted and All Rights Reserved) 


Now in its THIRD edition, enlarged and 


Two 


big editions went rapidly, and it is still 
y selling fast, for it is a book that every 


seller of shoes will value for reference or 


extended study. It is a recognized au- 


| thority in the trade, because of its de- 
y pendable accuracy. It is compact, concise, 
" pocket size, not a word wasted. Price, 40 
7 cents a copy, postpaid, or three copies to 


one address for $1.00. Every member of [ 


] every sales force ought to have a copy. 


Send check (or stamps) with order to 
Book Dept., Boot and Shoe Recorder, 


179 South Street, Boston. 


Same style of binding, same price, same 


| useful completeness, our booklet on 


“Shoe Fitting” 


Mix your order, if desired, part “Shoe 


| Fitting,” part “Lexicon,” at the dollar rate 
4 above quoted. 
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Failures 
Bost Mass.—S 1 Bell, shoes, reported petitioned into bankruptcy. 
Morrillton, Ark.—B. W. Stewart, shoes, etc., repo! assigned. 


Ansonia, Conn.—M. A. Levine, (Est) shoes, etc., erported offering to com- 
promise at 10 per cent. 

Buidoonest. Conn.—Samuel Schwartz, shoes, reported sites to compromise 

ake cent; reported liabilities, $5800, assets, 

_— Di Bona Bros., shoes, etc., reported A = sl into bankruptcy. 

Gainesville, Fla.—James Chestnut, Jr., shoes, reported an involuntary petition 
in bankruptcy has filed against these parties by creditors. J. H. 
Phifer has been a seinind receiver. 

a Fla.—H. t Cashman, shoes, etc., reported petitioned into bank- 


Chega Ga. —M. D. Maloof, shoes, etc., reported involuntary bankruptcy 
roceedings were recently instituted against this ges. Stock with 
xtures, together with a small equity in real estate not more than 

total A ,300, with the liabilities are said to range between $4,000 and 


Chicago, Tll.—Simon Kulvinsky, 4558 S. Ashland Ave., shoes, etc., reported 
embarassed. 
Detroit, Mich.—Becsky & Klein, shoes, etc., reported offering to compromise at 


r cent. 

Dover, N. Hi —Piscataquis Shoe Co., shoe manufacturers, reported assigned 
to Frank oa Blackburn. 

Jersey City, N. J.—Isidor ye i. shoes, etc., reported meeting of 
creditors called for March 21, 

Weldon, N. C.—J. Samet, shoes, <ias a chattel mortgage foreclosed. 

Paul’s Valley, Okla. —Alfred H. Stephens, shoes, etc., reported offering to com- 

romise at 50 per cent. 
= Ohio.—Wm. W. Williams Shoe Mfg. Co., shoe manufacturers, re- 
rted receiver appoint 
Glendale, Ohio.—Chas. B. Edwards, shoes, etc., reported petitioned into bank- 


Tipton, Ptokla. —J. L. Gladish (The Famous) shoes, etc., reported petitioned 
into 4 en ee 

Pittsburg, Pa.—Abraham Fushan, wholesale and retail shoes, reporied peiitioned 
into ~~ ye cy. 

Providence, R. I.—Samuel Bell (91 Washington St.), shoes, reported petitioned 
into bankruptcy. 

mar Texas.—A. Fox & Son, shoes, etc., reported petitioned into bank- 


Kensal. Wis. —Anton Traksheles, shoes, etc., reported petitioned into bank- 
ruptcy. 
Changes 


Boston, Mass.—Murphy, McDermott & Haskell, Inc., 
cDermott, Treasurer, retires. 
Alsop H Heel Co. , incorporated with capital of $100,000. 
— Bilinsky (wife of Samuel), shoes, etc., filed married woman’s cer- 
tificate. 
Sarah Jacobs (wife of Alter), (41 Cooper St.), shoes, etc., filed married 
woman's certificate. 
Bourne, Mass.—Orent’s Department Store, shoes, etc., incorporated with 
capital of $50,000. 
Brockton, Mass.—Geo. E. Keith Hide Co., tanning and leather, filed certificate 
of incorporation to carry on this business, capital $100,000. 
Lynn, —_ —Stone Leather Co., (61 Harber St.), certificate of ownership filed 
by Max Stone and Joseph Barap. 
Flagstaff, Ariz.—C. A. Clark & Co., shoes, etc., sold out to John M. Clark. 
Stamford, Conn. a Clothing Co., shoes, ete. .» incorporated with authorized 
capital of $15,0 
Orofino, Ida. f Wiste Pine Trading Co., shoes, etc., succeeded by Orofino Mer- 
cantile Co., 
Bethany, Ill.—A. E. ‘Patton, shoes, etc., will retire. 
Breese, Ill.—L. Don, shoes, etc., removed to Salem. 
Mecca, Ind. —Dudley r Mitchell, shoes, etc., succeeded by T. Mitchell. 
Mt. ae. Ill.—E. F. & F. D. Crane Co., shoes, etc., sold out to Thos. E. 


Cro: 
Colo, ia. Nis. Anna A. Neland, shoes, etc., sold out to B. E. Edwards & 
n Co. 
Denison, Ia.—Kemming Clothing Co., shoes, etc., will discontinue. 
Dysart, Ia.—Chas. Keidel, shoes, etc., sold out. 
Decatur, Ill.—Samuel Burnstein, ‘shoes, etc., succeeded by M. D. Burnstein. 
Galesburg, Ill.—Swigart & Smithson, shoes, dissolved partnership, succeeded 
by Dan Swigart. 
Lerna, Ill. _ een 5 Bros., a, etc., left town, M.T.S & Son 
Elsmore, Kan.—Lovell & Co., shoes, etc., sold out to Olson Mercantile Co. 
Anthony, Kan.—J. P. Mueller, shoes, etc., succeeded by Mueller Bros. 
Pome e, Ky.—Smith & Gardner Dry Goods Co., shoes, etc., sold out to B. 


ordon 
Elk Fg i —G. re Maupin & Co., shoes, etc., will to Fred 
Franklin, Ky.—M. Ford, shoes, etc., sold _ are in ee 
Atchison, Kan. “Lake a Goods Co., shoes, etc., succeeded by the Model 


Goods 
Clearwater, Minn. Cant Nielson, shoes, etc., succeeded by Melbostad. 
Pennock, Minn.—J. B. Jackson, shoes, etc., sold out to A> Som & Nelson. 
Carthage, Mo. —Clark-Eekman Shoe Co., shoes, su ied by Clark Shoe Co. 
Green sity, Mo.—W. O. Wilson, shoes, ete., Olive Holoway admitted. 
St. , Mo.—Eastern S! coe Tol . Inc., ‘shoes, incorporated with capital of 


leather, William C. 


a 








600. 
Merwin, Mo.—J. Fleener & Sons, shoes, etc., succeeded by Lloyd Totte 
ees a Me. —Mechanics Shoe Co., shoe saaathatom, ‘anowed rad 
iddefor: 
Silver City, New Mex.—Welsh & Dawson, shoes, succeeded by W. A. Welsh. 
—- Das Y.—Aaronson & Lipschitz, shoes, succeeded “he Mrs. Minnie 


Levi 
New York ¢ City. —Jacob Cohen (2100 Third Ave.), shoes, sold out t ti 
Mrs. S. Gold (1826 po ee Ave.), shoes, left a pha ACN 
Regent ss Inc., shoes, etc., incorporated with capital of $10,000. 
ome ates N. H.—J. F. Cloutman & Co., shoe manufacturers, repor 


hn N. H.—Beal & Hartwell, shoes, etc., sold out shoe depart: 
Conewango Valley, N. ¥Y.—A. M. Sweet & Co., shoes, ae cneusatea by DD H. 


Seager. 
New York. City.—International Shoe Supplies C holesale shoe fi 
succeeded by Blog Shoe Finding Co. se sisi ie —- 
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Changes in Business ¢ ¢ + 
The Last Week’s Failures, 


Suspensions and Changes 


Col #130, 00, lumbus Dry Goods Co., shoes, etc., capital decreased to 
0 
Lazarus & Co., shoes, capital increased to $800,000. 

Clevelona’ ‘Ohio: —Strauss Bros. Co., shoes, etc., will discontinue. 

Steubenville, Ohio.—Floto & Schaefer, shoes, F. W. Floto retired and ‘sold his 
interests to H. A. Schaefer and J. E. Brooks, who will duct the 
under the same name for a while. 

York, Pa.—Luther J. Brunhouse, shoes, out of business. 

Ridgway, Pa.—Seiner & Kobacker, shoes, sold out. 

Jersey hore, Pa.—A. E. Allen, shoes, etc., will discontinue here. 

Easton, Pa.—-Coleman Bros., Lewis Coleman, junior partner, becomes a suc- 
cessor to C. B. Mr. B. Coleman will continue his Northampton, Pa., 
store as before. 

Fredericksville, Pa.—W. G. Haas, shoes, etc., sold out to Horace Kaiser. 

Rice’s Landing, Pa.—Thos. Hughes, shoes, ete., sold out to Patterson & Millken. 

aig Pa. —— Queen Dry Goods Co., shoes, etc., succeeded by Fortson- 

ueen Co. 

Cook ville, Tenn.—Cookville Mercantile Co., shoes, etc., succeeded by McDear- 
man, Elrod & Williams Co. 

Almond, *Wis.—A. Levin, shoes, etc., sold out to E. Walman. 

Ballinger, Tex.—Higginbotham, Currie-Williams Co., shoes, etc., succeeded by 


ros. & Co. 
Secoelll , Tex.—Lees 








Leesville Mercantile Co., shoes, etc., filed notice of dissolution. 

a Tenn.—Peoples Store, shoes, etc., sold out to Anderson, Dulin Var- 
nell Co. 

Vernon, Wis.—C. Baer, shoes, etc., removed to East Leroy. 

Waukesha, Wis. yak Eva Bros. Co., shoes, etc., succeeded 4 McC oy’s Depart- 
ment 

Shamrock, b= .—Rest Room Dry Goods Co. (M. F. Reed, Proprietor), shoes, 
etc., sold out. 

Dallas, Tex.—W. A. Green, shoes, etc., incorporated with capital of $200,000. 

Corsicana, Tex.—D. C. Redden, shoes, sold out to N. L. Benson. 

Colby, Wis.—H. A. Schroeder & Sons, ‘shoes, etc., will discontinue. 

ey te Wis.—Stein & Callen, shoes, etc., sold out store at 450 11th Ave 
to A. E. Thessin. 

Wilton, Wis.—J. W. Doyle, shoes, etc., J. L. Hayward admitted. 

Cuba City, Wis.—Quality Store (A. J. Eustis, Proprietor), shoes, etc., sold out 
to E. D. McNett. 


Retail Shoe Accounting 


System Approved by Government and 
Manufacturers 


The Business Record System for Retail Shoe Mer- 
chants, devised after exhaustive practical study of 
conditions, and now being placed in shoe stores 
throughout the country by the Retail Service and 
Business Systems’ Department of the Associated 
Advertising Clubs of the World, Indianapolis, has 
won authoritative recognition. 

Edward N. Hurley, Chairman of the Federal 
Trade Commission, writing from Washington, Janu- 
ary 17th to President Herbert S. Houston of the 
Associated Advertising Clubs, said: 

Our accounting staff has carefully examined the sys- 
tem and considers it well designed along sound and 
practical lines, and, in general to be in accordance with 
good accounting practice. 

That the big shoe manufacturers of the country 
have become intensely interested in the Business 
Record System for shoe stores is shown in the follow- 
ing letter from the Churchill & Alden Company, 
Brockton, Mass., which is only one evidence of this 
interest. H. W. Fleming, advertising manager, writes 
as follows to the Associated Clubs: 


‘‘We have received the Business Record 
System, which you sent us some time ago. 
I have gone over the various forms very 
thoroughly indeed, and I take my hat off 
to the splendid and thorough way in which 
you have covered the ground. 
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Classified and Opportunities Department 


“Recorder” rates for space less than one-eighth 


page per issue: 


Space 1 time 7 times 

1 inch $4.00 $3.00 $2.75 
2 inch 8.00 6.00 5.25 
3 inch 12.00 9.00 7.75 
4 inch 15.00 12.00 10.00 


13 times 26 times 52 times 


OSITIONS WANTED: Three cents per word for 
each insertion. 


Minimum amount accepted, 


sixty cents. For other “Want” advertisements, 


five cents per word for each insertion. 
amount accepted, One Dollar. Ads under this head- 
ing will be received up to 5 o’clock Tuesday, P. M. 
When advertisers desire answers to come in care of 
this office, twelve words must be allowed in each ad- 


Minimum 


When advertisers desire re- 


plies forwarded direct to their address, each word of the 


address must be counted in the advertisement and 


paid for accordingly. Answers to ads must be sent 


$2.50 $2.00 

4.75 4.00 vertisement for address. 
7.00 6.00 

9.00 8.00 under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too 


SALESMEN WANTED 


small to open accounts 


LINE WANTED 


WANTED TO PURCHASE 





HOE SALESMAN desired in a department 

store, to act as assistant to the buyer. Address 

A891, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


i. desired with jobber or 
wholesaler who can handle large output of 
wooden shoes (Danish |? Address Wilhelm 


Jensen, 809 White Building, Seattle, Wash. 





ALESMEN WANTED—You can pay _ half 
your traveling expenses selling our infants’ 
soft-sole shoes and moccasins. 10 per cent com- 
mission. 50 styles in stock. Opportunities are 
scarce nowadays. Grasp this one. What territory 
do you want? dress Schuman Shoe Company, 
Rochester, 


ALESMAN wanted to carry “BRANDAU- 
BRAND” Union-made work and farm shoes 





on a commission basis for Northern Ohio, especially 
in Cleveland and Toledo. Also man in Indiana and 
Illinois. Address Brandau Shoe Co., 87 Sherman 
St., Detroit, Mich. 


ESTERN manufacturer of popular-priced 
W line of work and semi-dress shoes wants rep- 
resentatives for the following territories: Iowa, 
North and South Dakota and Nebraska. Estab- 





lished business in these states. Line carried on the 
floor. Address A888, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 


ANTED—Salesmen in Northern Ohio, North- 

ern Illinois, Michigan, Indiana and Wiscon- 

sin to handle short line of women’s, misses’, chil- 
dren’s, boys’, youths’ and little gents’ shoes in 
connection with their regular line. Commission 
basis. Only men calling on well-rated concerns 
need apply. Give experience and _ references. 
Hoosier Shoe Co., Coldwater, Mich. 











HOE SALESMAN with established 
trade to carry,as a side line, the 
best white shoe cleaner on the market. 
Liberal commissions paid on original 
and repeat orders. State territory de- 
sired. THE BEATTY-PIERSON CO., 
2066 E. 4th St., Cleveland, Ohio. 

















POSITION WANTED 


A MOST successful buyer and manager desires 
position. Now employed. Best references 
given. Address J62, care Boot and Shoe Recorder, 
127 Duane St., New York City. 


yours MAN, 23, well educated and thoroughly 
reliable, desires position with shoe manufac- 
turer or wholesaler. Thoroughly experienced in 
stock department of large and well-known manu- 
facturer of most progressive type, and competent 
to take charge of mail-order and catalog work. 
An opportunity for growth in responsibility pro- 
portionate to ability shown is most desired. est 
references furnished. ddress A890, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 














HELP WANTED 


Se WANTED—Buyer for Queen Quality 
and children’s shoe department. Send refer- 
ences and salary wanted first letter. The C. F. 
Jackson Dept. Store, Findlay, Ohio. 





bor MAN with business ability, not afraid 

of work, wishes to connect himself with large 
manufacturer or jobber. Good salesman. At 
present manager of large retail men’s store. Al 
reference. Address A886, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 


eS salesman for Baltimore, Washing- 
\% ton and vicinity wants shoes of quality and 
price. Address A847, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 











TO LET 


GHDE STORE TO LET—With all up-to-date 
fixtures, in Amesbury. Best location. 28 years 
a shoe store. Reasonable rent, and lease if desired. 
Address E. D. Hanley, American House, Ames- 
bury, Mass. 











FOR RENT 


7 located storeroom in St. Joseph, Mo. Fine 
opening for shoe store. Address Chas. E 
Levy, care of Robidoux Hotel, St. Joseph, Mo. 


OR RENT—Store in one of the best sections of 
Brooklyn, N. Y. Has been occupied as a retail 
shoe store for over twenty-five years. For par- 
ticulars write G. C., care B. R. Sherwood, 367 
Fulton St., Brooklyn, N. Y 














For Rent 


Fully equipped, modern, brick shoe 
store in a live, progressive, growing 
city of 2,000 population. For particu- 
lars inquire of MISS CLARA GRAFF, 
1538 Villa St., Racine, Wis. 

















FOR SALE 


OR SALE—The shoe stock of Foy & Williams, 








. 


We Buy for Cash 


Manufacturers’, Jobbers’ and 








f 








Retailers’ Surplus Stocks, Jobs, 
loseouts 


We also purchase entire stocks 
from retailers or manufacturers. 
Send us particulars of what you 
have for sale. 
Short Term Leases Taken 
We Pay Highest Cash Value 


VAN PRAAG & CO., 


Shoe Dept., Martin Posner, Manager 
5-17 Greene St., New York, N. Y. 
Telephone 2248-2249 Spring 
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Retailers --- Manufacturers 


Surplus Shoe Stocks 
SLOW SELLERS 


HIGHEST CASH PRICES PAID 
Drop a Line to 


A. M. SACKS 


19 Albany Street Boston, Mass: 








CASH PAID 


for shee stores or surplus stocks ef shees 
or for ether merchandise. Leases taken 
over. We will send a representative te 
imvestigate and make effer upen request 


Max Kalter Mercantile Co. 
100-102-104 Grand St. |New York City 
Phone Spring 9413 





Dothan, Ala. Ladies’ and children’s d 





and high-grade shoes, invoice about five th d 
dollars. Address S. O. Williams, Dothan, Ala. 


OR SALE—Shoe store in Toledo, Ohio, inven- 
torying about $9,000. Men’s and womens’ 
only. his is a clean stock and good location. 
Rent $125. Don’t answer unless you want a loca- 
tion and are willing to pay what the stock is worth. 
H. B. Hall, 410 Superior St., Toledo, Ohio. 








OR SALE—Shoe store, inventorying about 
$20,000 in fastest growing town in the South. 
Here is an exceptional opportunity. Do not write 
unless you mean business. For reasons for selling, 
articulars, etc., address A884, care Boot and Shoe 
ecorder, 207 South St., Boston, Mass. 





Re Stores, etc. ve an ex- 
outlet—you can realize best priee by deal- 
direct with us. Also merchandise 

stocks of every description or large, new 

er eld style. Correspondence |. in- 

stant attention. Est. 1 

New York Ex 
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Practipedics a New Science 


“‘Practipedics”’ is.a “‘coined’’ word. It is not to be 
found in the dictionary—yet, though it may well be 
included in future editions. Like other coined words, 
which have been adopted into our language, it was 
originated because there was a need for a word to 
express what it does. ' 

In late years, there has grown up a new phase of 
the shoe business. It is the relieving of foot suffering 
and the correcting of foot defects through the use 
of mechanical aids and devices. The methods used 
do not include surgery, and the shoe men who give 
this service are not Orthopedists. Yet they have 
studied the anatomy, deformities and troubles of the 
human foot and are competent to apply and fit the 
proper mechanical correctives and proper shoes. They 
give relief and correct wrong foot conditions; 
hence, they are something more than just shoe fitters. 


MISCELLANEOUS 
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These men are doing a class of work which is, in 
every sense, professional. But they have had no 
name for their profession until the present, and 
there has been nothing to distinguish the practical, 
technically educated giver of foot comfort from the 
shoe fitter who merely fits shoes to the feet, regardless 
of the condition of those feet. 

“‘Practipedics’’—practical foot correction—may be 
defined as the science of giving foot comfort in the 
shoe store. 

Before one can, with propriety, call himself or 
herself a practipedist, he must be familiar with the 
anatomy of the’ human foot, must be able to recognize 
the trouble readily and must know what correctives 
to use and how to fit and apply them. One 
school now teaches this science by mail and its 
diploma shows to the public that the salesman 
is qualified by study to give them foot com- 
fort. 

















WANTED TO PURCHASE MISCELLANEOUS 
Highest Cash Prices Paid Bicycle EveryShoe Store Needs 
for entire sh ks. We also b EP —e 
your surplus or re aie. yond STEP “MANCHESTER” 
ties no object. Retail or wholesale. LADDERS (Trade Mark Reg. U. S. Pat. Off.) 
Short term leases taken off your hands _—— CURVED JAW CUTTING 


Wire or Phone us 
Correspondence Confidential 
stablished 1890 


GLAUBERG & CO. 
520-522 Broadway, New York, N. Y. 


We also purchase clothing, 
hats, furnishing goods, etc. 











Do You Wish to Raise Cash Quick? 
Entire or surplus stocks of chou tepepete, 





are made in 
many styles 
and to fit 
all kinds of 
shelving. 
Send for catalog 


giving full descrip- 
tion and prices 


NIPPERS 


The only nipper made 
which is just the right 
shape to cut out tacks on 
the inside of shoes. 


‘* Manchester ”’ 


Trade Mark Reg. U.8. 
Pat. Off. 





The Bicycle Step 
Ladder Company 


67 Randolph Gores 





elothing and merchandise of all kinds 





bought for spot cash. Short term leases 
taken off your hands. Retail or wholesale 
BEFORE SELLING WRITE US 
Ceommunieations Strictly Confidential 
Brookiy= K WALKER: Broprieton 
K WALKER rietor 
610 BROADWAY, B YN, N. Y. 


Tel. 2328 Williemeburg 

















° ° Without 
We Pay Highest Cash Prices = 
or Unsalable Merchandise 

SHOES, CLOTHING AND FURNISHINGS 

Send us your goods. We will quote ease, 

If not satisfied we will return g 

pay freight both ways. Best of ostuns 

ence furnished. 

IONA SALES CO. 


385-387 Broadway New York 














Job Lots of Shoes & Leather 


Are Sold Through the 
Recorder Want Ad Page 





5 CENTS A WORD 


BL 


Prevents the Counters of Boots and 
—— feos Gunsing Over 


For Sale by peek Redlegs Dealers 
Beware of Imitations. 


VARNUM IMPROVED SIZE 
STICKS 





U. S. Standard 
Ask Your Dealer For Them 


F. W. WHITCHER COMPANY 
Boston and Chicago 


Chicago - - I nippers are made of high 
4 grade tool steel, nickel 
bs plated with a curved jaw 

FISHER =~ that enables vou to cut the 

Posts sere Bi] tacks close to the insole. 

U. s. Pat. on -ij Be sure and specify 
HEEL and : “MANCHESTER” 
COUNTER 

SUPPORT curve jaw when ordering. 





Write us direct if your 
dealer cannot supply you. 


Price, $2.50 


Frank W.Whitcher Co. 


Patentees and Manufacturers 


Boston, Mass. sos nse W Lake Bt. 


A Help to Weak 
Ankles 

















B. W. GODSOE, Pr 
"DONALD Vice-Pres. 
F. E.. JONES, Treas. 


F. E. JONES COMPANY 


coors MAT KID 


COLORS 
95 South Street, Boston 
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